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The good that men do lives after them....in life insurance 


HESE are not merely claim checks---bits of paper signifying the completion 

of a legal contract. They represent, instead, livelihood for widows and little 
children; they pay rent, buy groceries, provide clothing; they provide income pay- 
ments to living beneficiaries at retirement age. They are, in fact, the guardians 
of the social level of our country. 


Not what life insurance is but what life insurance does is the important thing. 
And it is now, as always, the primary purpose of life insurance to assume 
future risks and pay just claims against them as they mature. 


THE LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne, Indiana 















































How J ohn Elton crowded 





Let an Equitable agent apply 
the Case Method to your 
financial problem 


The Elton case is merely an illustratwn 
of the Equitable method of fittung life 
snsurance to individual needs. Your age, 
your income, your objectives in life and 
many other factors are taken into ac 
count—and then an effective, econom 
ical program is developed for your 
consideration. 








30 or 40 years 


into 5 minutes 


The Equitable CASE METHOD 
enabled him to create an 
estate with a stroke of the pen 


Young Mr. Elton is married and 
has two children, Ruth, aged six and 
Edwin, four 


He earns a good income but has 
not been able to get very far toward 
reaching a cherished ambition — to 
provide an estate for his family. In- 
deed they would be hard pressed if his 
earning power suddenly stopped. Elton 
one day decided to see how life insur- 
ance could help, and he put the prob- 
lem up to an Equitable agent. 


After learning all the facts, the agent 
said, “Why of course it can be ar- 
ranged. I can work out a program 
which will enable you to create that 
estate immediately and take care of a 
number of your pet ambitions also. It 
can be a sizable estate too, such as 
might take you thirty or forty years to 
accumulate by uninsured savings.” 


The program developed was made 
to Elton’s measure, in accordance with 
the highly individualized Equitabl 
CASE METHOD. His wishes were 
provided for to the letter; a life in- 
come for his wife, funds to be avail- 
able for a college education when his 
boy reached 18, a generous marriag: 
settlement for his daughter, an old-age 
retirement income for himself 





This comprehensive estate, which 
might otherwise require a lifetime to 
accumulate, was “underwritten” by the 
Equitable all within a brief five minutes. 


THE EQUITABLE 


FAIR — JUST 


LIFE ASSURANCE 


SECURITY — PEACE OF MIND 


SOCIETY 


MUTUAL — COOPERATIVE 


OF THE U.S. 


NATION-WIDE SERVICE 














Thomas I. Parkinson, President 


EQUITABLE CASE 


Advertising the 


METHOD 


For several years the “Case Method” has 
been used in the educational training courses 
of The Equitable. By means of it, Equitable 
Agents have been taught to analyze a man’s 
need for life insurance, and to fit the policies 


to his specific requirements. 


The EQUITABLE “CASE METHOD” of 
life insurance planning is now being brought 
before the public in a series of advertise- 
ments in national magazines and weeklies. 
It is hoped thereby to acquaint the public 
with the value of a careful study of the indi- 
vidual’s needs before a particular type of 
policy is recommended. The advertising is 
also designed to call attention to the fact that 
Equitable Agents are especially trained to 


render such a service. 


THE EQUITABLE 


LIFE ASSURANCE SOCIETY OF THE UNITED STATES 


393 Seventh Ave., New York, N. Y. 
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Agents Take Hope 
in Inflation Move 


Find Public Much Inspirited by 
Prospect of Higher Prices, 
Business Activity 


OFFSETS BANS ON LOANS 


Strong Argument for Buying Protection 
in Near Future Is Redemption 
in Higher Value Dollar 


Whatever the long-time effect may 
prove to be, prospective currency infla- 
tion and the abandonment of the gold 
standard have rallied the spirits of field 
men. Home office executives too are 
hopeful of the latest turn of events, al- 
though as a group they are more skepti- 
cal of the possibilities of keeping the 
inflation process under control. 

Agents have found a vastly improved 
sentiment among the insuring public. It 
has almost dissipated the gloom that has 
shrouded the production end as a result 
of policy loan bans. New business dur- 
ing the depression has been curtailed not 
only by reduced buying power among 
prospects but in considerable measure 
by fear and uncertainty as to the future. 
Fear of making commitments has held 
back many with the money to buy. 


Has Effect on Agents 


This state of despondency among 
prospects has had its effect on the ag- 
gressiveness and enthusiasm of many 
agents. General agents are encouraging 
their men to take advantage of this im- 
proved morale among their prospects 
and make the greatest possible number 
of sales, letting the volume take care of 
itself for the time being. 

One argument that is being used is 
that inflation will mean that cheap dol- 
lars invested in life insurance for the 
next few years will be repaid later on 
in expensive dollars when the dollar 
comes back to its old value. This ap- 
peals to the prospect's usual attitude 
that he isn’t going to die for a long 
time yet. If dollars are more valuable 
when he dies or retires many years from 
now, he will be ahead of the game. Of 
course, if he were to die in the next few 
vears his estate’s return on his pre- 
mums would be even greater. 


Some Helpful Possibilities 


Home office executives, attempting to 
gauge the long-term effect of dropping 
the gold standard in favor of inflation, 
are loath to make prophecies, although 
they are more inclined to see hopeful 
possibilities in such changes than they 
would have been some months ago. An 
official whose opinions always carry 
great weight in life insurance circles 
said he had given up trying to make 
predictions. 

“There is nothing in the past that is 
a guide to the present,” he declared. “I 
think, however, that the stock market 

(CONTINUED ON PAGE 20) 


Effect of Inflation Is Seen 





Some of the Results That Will Likely Come to the Life 
Companies Through the Movement Now on 
Foot at Washington 





Hard as the moratorium has been on 
the life men, they are lucky it was in 
force before inflation became official. 
The life companies would have been 
stripped of their reserves by people 
eager to get into the speculative mar- 
kets. 

The quicker the inflation act is put 
into force the better for life insurance 
as well as other business. Gold infla- 
tion will act like an explosion. One 
moment an ounce of gold will be worth 
a certain number of dollars. The next 
moment it is worth as much more as 
the President’s proclamation calls for. 
Then inflation is all over except the re- 
adjustment to new levels. Speculation 
breaks the explosive force of gold infla- 
tion to some extent by anticipating the 
effects. 

Fail te Make Distinction 


We fail to distinguish between gold 
inflation and other forms. Gold inflation 
is instantaneous and definite. Asset 
currency, greenbacks, remonetization of 
silver would all be indefinite, uncertain 
and prolonged. Nearly all writers as- 
sume that all inflation is indefinite. 

France and Belgium stabilized on 
gold after a wild experience with paper 
after the war. Gold inflation is the 
present French basis, paper inflation 
was what happened to Germany. France 
devalued the gold franc by 80 percent; 
that is, the present French franc is held 
at one-fifth its former gold value. This 
means that internal debtors were for- 
given four-fifths of their debts. The 
most the President can take off the gold 
dollar is 50 percent, and there are cer- 
tain signs that it will be one-third, al- 
though the exact amount is subject to 
negotiation with other countries. 

However, it is the speed and cer- 
tainty of gold inflation, rather than the 
amount of it, that are vital to the life 
companies. Until the speculative tur- 
moil is brought to a head and subsides 
the moratorium cannot be lifted. 

Will Derive Many Benefits 

The life companies will get other 
benefits from inflation. Not only will 
their own assets be refloated by the ris- 
ing flood of prices, but the closed banks 


will be reopened. Reopening of the 
banks, of course, is one of the main 
objects of inflation. The banks were 


closed by “frozen” assets. Inflation will 
again make them liquid. 

The closed banks, and the deposits 
frozen in partly opened banks, brought 
about the life moratorium and force its 
continuance. The life companies were 
suddenly loaded with the banking func- 
tion, for which they were not organized. 
Opening the banks will relieve the prin- 
cipal source of strain on the life com- 





panies. ' 
The speculative fever, however, is a 





By JOHN F. WOHLGEMUTH 
Secretary The National Underwriter 


new danger. All during the depression 
the life companies have been able to 
read the stock ticker through their loan 
experiences. After every upturn they 
would get applications for loans from 
those eager to get into the market. After 
every drop the demand for loans was 
stimulated by brokers’ calls for more 
margin. 

Therefore the quicker gold inflation 
is promulgated the sooner the specula- 
tive fever will be over. Gold inflation 
will make liquid not only the bank de- 
posits, but also the company assets. The 
banks were not the only institutions to 
have “frozen” assets. Bonds and mort- 
gages were frozen in the sense that 

(CONTINUED ON PAGE 20) 





Annuity Record in 1932 
for Companies in N. Y. 





The number of annuities in force in 
companies operating in New York state 
was 266,131 on Dec. 31, 1932, and the 
amount paid in 1932 by these companies 
under the annuity contracts was $183,- 
516,117. These figures were taken from 
the annual reports filed in New York. 
Below is given the number of annuities 
in force for the individual companies 
and the amount paid: 

Foreign Companies 


No. in Amount 

Force Paid 
Canada Life ........ 1,102 $ 743,113 
Confederation ...... 9 8,345 
Imperial 1 160 


New York Companies 


Bank of N. Y. & Tr.. 144 
Brooklyn National... 2 
Church Life ........ 80 
Equitable of N. Y....140,380 
Guardian ......... 995 
SEMEN cccccceceseseve 703 
Manhattan .......+..+. 58 
Metropolitan ........ 3,191 
Mutual Life, N. Y.... 14,506 
BIO BOSE ccceceeece 21,023 
TOES cosceecccscece 3 
DOGEEEET ccccvcsccess 8 
Teachers Ins. ....... 11,079 


United States 
Other State Companies 
Aetna 





NS ee eee 54 21,439 
BROFEBRIFO «2c cccvcces 398 3,414 
Columbian Nat...... 121 55,470 
Conn. General ...... 2,574 72,671 
Conn. Mutual ....... 2,035 909,05 
Cont. American...... 14 3,990 
Equitable of Iowa 396 212,391 
Fidelity Mutual ..... 1,906 177,297 
John Hancock ....... 4,343 2,163,157 
Mass. Mutual ....... 1,707 842,013 
Mutual Benefit.... 2,999 1,418,147 
National, Vt. ....... 3.912 1,693,051 
New England ses 882 192,280 
Northwestern Mut... 85 23,201 
Penn Mutual ....... 20,136 9,276,329 
Phoenix Mutual 7,458 2,529,084 
Prudential .......... 7,344 11,729,692 
Provident Mutual.... 4,747 448,117 
State Mutual ....... 418 200,209 
NS SEER Pe 6,844 4,727,576 
Union Central ...... 266 101,816 
Union Mutual, Me... 58 8,251 

Total .......+++.+-+266,141 $183,516,137 








Analyzes Effect 
on the Companies 


Vice-President C. L. Benner of 


Continental American Gives 


Illuminating Address 


TALKS ON INVESTMENTS 


Declares Offices Pursuing Conservative 


Investment Policy Will Be 


Harmed by Inflation 


NEW YORK, April 27.—Inflation 
will probably have the unfortunate ef 
fect of penalizing the life company with 
a conservative investment and 
benefiting the less prudent, C. L. Ben- 
ner, vice-president Continental American 
Life, told members of the Life Office 
Management Association. 

“Those companies which have always 
pursued a conservative investment pol- 
icy, making their investments primarily 
from the point of view of security of 
principal and taking what interest they 
could get on the highest grade of securi- 
ties will be harmed by inflation, while 
those companies which in the past 
bought speculative securities, always 
trying to get the highest return possible, 
will be the companies benefited by in- 
flation,” Mr. Benner declared “It 
seems a tragedy that inflation will work 
to put a premium on bad management 
rather than good management. 


policy 


Shows Effects of Inflatien 


“Inflation will affect each class of 
investments in a different way. It is 
necessary therefore, to make a broad 
classification of life insurance invest- 
ments into the following divisions: 

1. Mortgages on farm real estate. 

2. Mortgages on city real estate. The 
subdivision here of mortgages secured 
by residences and mortgages secured by 
business properties. 

3. Public utility bonds. 

4. Railroad bonds. 


WIHll Stimulate Farm Prices 


“Irrespective of what method of in- 
flation is employed to raise prices the 
most direct method by which prices are 
affected is through our exports and im- 
ports. For instance, if the gold dollar 
is de-valued in relation to foreign cur- 
rencies then it will be cheaper for for- 
eign nations to buy goods in this coun- 
try and as our principal exports are ag- 
ricultural products we may expect infla- 
tion to raise the prices of these products 
first and farthest. This will have an 
immediate effect upon the prosperity of 
the farmer and will certainly cause agri- 
cultural real estate to increase in value 
with the result that, I believe we can 


say positively, should the gold dollar be 
devalued by 25 percent or 30 percent 
that it would not only make good every 
farm mortgage now in the portfolios of 
(CONTINUED ON PAGE 22) 
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Morale of Agents 
Must Be Regarded 


Malcolm Adam Stresses Need for 
Tact in Home Office 
Underwriting 


MANAGEMENT GATHERING 


Penn Mutual Vice-President Says Care- 
ful Handling of Applications Re- 
quires Efficient Organization 


NEW YORK, April 27.—The impor- 
tance of the home office underwriter’s 
part in keeping up agents’ morale was 
stressed by Malcolm Adam, assistant 
vice-president Penn Mutual Life, speak- 
ing at the first session of the two-day 
meeting of the Life Office Management 
Association here. Pointing out that the 
new agent’s induction into the business 
results from the general agent’s selling 
him the idea of life insurance as a ca- 


reer, of his particular company to affili- 
ate with, and of working for him as 
general agent, Mr. Adam urged that 
the underwriting department should do 
its best to strengthen rather than per- 
haps thoughtlessly weaken this triple 
bond. 

“From the moment this new agent 
commences to write business his chief 
contact with the home office is in the 
underwriting department,” Mr. Adam 
said. “Every transaction with the de- 
partment should be viewed with the 
thought in mind that it can be made 
a re-sale of the agent’s loyalty and en- 
thusiasm for insurance salesmanship as 
a profession, for his company as the 
institution with which to be connected, 
and for his manager as his leader. 


Proper Organization Important 


“When it is considered that in the 
larger companies 50,000 or more such 
contacts are made annually, it should be 
realized that proper organization in the 
underwriting department is of prime im- 
portance. The salesman of life insur- 
ance is probably constituted differently 
from the salesman of almost any other 
type of commodity or service. The rea- 
son may be because of the intangible 
character of the article he sells. You 
may find him with a high or a low mo- 
rale which is influenced by the happen- 
ings on the day on which you talk to 
him. Careful handling and the instilla- 
tion in his mind of the idea that his 
cases are handled by persons who know 
and are interested in him will bring out 
his best efforts. Hasty decisions, poorly 
worded requests for additional informa- 
tion, curt notes of declination, or any 
other evidence that his case—the ap- 
plication for which may have taken 
months to produce—is simply being 
handled as one of hundreds of others 
will have a very demoralizing effect and 
incidentally results in a real economic 
loss to the company, 


Confidence Is Essential 


“If he has confidence in his under- 
writing organization and knows that it 
will give his cases the same considera- 
tion that it would if he were present 
at the home office while the papers were 
being handled, he will continue his so- 
licitation of other prespects while his 
application is pending at the home office. 
If, on the other hand, he has not this 
confidence, he is apt to sit still in his 
office on the anxious bench and await 
the decision. The solicitation time 
which is thereby lost is an economic 
loss to himself, to his manager, and to 
the company, and when you multiply by 








Important Penn Mutual Change 








FRANK H. DAVIS 


President W. A. Law of the Penn 
Mutual Life announces that John A. 
Stevenson, in order to concentrate his 
efforts on the building and management 
of his own agency, has resigned as vice 
president of the Penn Mutual, effective 
May 1. Frank H. Davis, who was ap- 
pointed a vice-president last January, 
will then take charge of the company’s 
agency affairs. 

During his life insurance career Mr. 
Stevenson has been prominently asso- 
ciated with all progressive movements 
directed toward more efficient life un- 
derwriting and more effective agency 
management. His return to managerial 
work is in accord with his desire to 
continue the work undertaken when he 
first became associated with the Penn 


Mutual as head of the home office 
agency in 1928. 
Mr. Stevenson’s agency in Phila- 





JOHN A. STEVENSON 


delphia is one of the leading agencies 
of the country, heading all Penn Mutual 
agencies in production for 1932 with 
$31,468,493 paid for. 

The agency forces of the Penn Mu- 
tual welcome Mr. Davis to their leader- 
ship as an old friend, for he was for- 
merly a general agent of that company. 
His broad experience in agency work 
covers not only home office executive 
work and agency management, but also 
personal selling in the field 

President Law, in a message to gen- 
eral agents, said Mr. Stevenson accepted 
the vice-presidency in charge of agency 
affairs in 1931, with the definite under- 
standing that the assignment was tem- 
porary and that his connection with his 
own agency was not to be severed. He 
was to return to managerial work as 





soon as the change could be satisfactor- 
ily arranged. 








New York Measures Signed 





Governor Lehman Approves 15 Amend- 
ments to Insurance Code—Liberalizes 


Amortization Provision 





ALBANY, N. Y., April 27.—Gover- 
nor Lehman has approved 15 amend- 
ments to the insurance law which in- 
clude all of the departmental and most 
of the independent amendments before 
him. He is still considering the Dunni- 
gan bill creating guaranteed mortgage 
corporations for the purpose of liqui- 
dating properties of present similar cor- 
porations, and the two Dunnigan bills, 
setting up an insurance board in the 
insurance department. 


Act on Rehabilitation 


One act authorizes the superintendent 
of insurance to borrow and pledge as- 
sets of an insurer for purposes of re- 
habilitation, liquidation, conservation or 
dissolution. The governor also approved 
an amendment regarding the valuation 
of insurance company assets so the ap- 
plication of the resolution of the com- 
mittee on valuation of securities of in- 
surance commissioners will not conflict 
with the rule of amortization provided 
in the New York law. The law is also 
amended to define the word “assets” 
used in rehabilitation, liquidation, con- 
servation, dissolution to include all de- 
posited funds of special or trust nature. 
The governor also approved the bills 
providing that agents of life and acci- 
dent and health companies may service 
risks after the companies have with- 
drawn from New York state. He also 
approved the bill increasing the sched- 


L. Brackett Bishop’s View 





Veteran Chicago Life Man Would Re- 
strict Provision for Loans and 
Surrenders 





Although L. Brackett Bishop of Chi- 
cago, former manager of the Massa- 
chusetts Mutual Life and former presi- 
dent of the National Life Underwriters 
Association, has retired from business 
and seldom gets to the office, his mind 
is active and he keeps in close touch 
with life insurance trends. He believes 
the time has come for the issuing of 
new policy contracts, giving full cash 
surrender and loan values only ‘at the 
end of five year periods. In the in- 
terim he would give loan values up to 
75 percent except in case of payment of 
premiums when the full amount could 
be utilized. He believes too in cutting 
down cash values 25 percent between 
the 5-year periods. He thinks that divi- 
dends to policyholders should com- 
mence the third year and cash and loan 
values should not start until that time. 
He suggests a clause in every policy 
providing that if cash or loan value is 
asked a company can postpone action 
from one month to a year in case of 
emergency. This therefore would avoid 
any sort of a moratorium in the future. 


Plan for Doubtful Companies 


In case of companies that are not 
going to make the grade, Mr. Bishop 
would have a conservator named and 
secure an appraisal of the assets. He 
would give each policyholder a paid up 
policy but would not allow cash or loan 
values. Death losses, he would have 





ule of benefits payable to minors by fra- 
ternal benefit societies. 





(CONTINUED ON PAGE 19) 


scaled down proportionately giving 
claimants no preference over others. 





in Company Pla 


Important Conference to Be Hg; 
by the Sales Research 
Bureau 


SUBJECTS TO COME yy 


Rapid Developments in Conditions (, 
for Revamping of Policy 
and Practice 





What are the changes in conditic, 
under which life companies are 
erating which require correspondir: 
changes in company policy, method a 
practice? How can they maintain th 
production and earnings of experience 
agents at a Satisfactory level? Why 
should a company’s new organizatic, 
and agency development program be 
These are three of the major topics 
scheduled for discussion at the con. 
ference of members of the Life Insw. 
ance Sales Research Bureau at th 
Edgewater Beach Hotel, Chicago, Mi 
4-5. There is a possibility that a si 
ilar conference will be held in the eas 
at a later date for the companies in 
the eastern and New England states 

Purpose of Chicago Conference 


The purpose of the Chicago confer 
ence is to discuss the problems 
agency department management whic 
have developed because of the mor. 
torium and other recent happening: 
There will be no speeches. The discus- 
sions will be in true round-table fashior 
It is expected that there will be a nun- 
ber of general executives, actuaries and 
underwriters in attendance. 

Manager John Marshall Holcombe 
Jr., will be chairman of the meeting and 
each half-day session will be summar- 
ized by a member of the bureau staf 
Those from the bureau, in addition t 
Mr. Holcombe, who will be in Chicag 
for the meeting are H. G. Kenagy, a 


sistant manager, S. G. Dickinson ani 
L. J. Doolin. 
The program is: 
First Day 
9:30 a. m. Changing Agency Manage- 


ment Principles and Practices to Meet 
Changing Conditions. 

1. What are the changes in the con- 
ditions under which we now operat 
which require corresponding changes 1! 
company policy, method and practice? 

2. Which of these changes are tem- 
porary only and which will require per- 
manent changes in our plans and meth- 
ods? 

3. What can an agency man do now 
which will aid him in building up 4 
thoroughly sound and well-balanced ob- 
jective toward which he can direct his 
immediate efforts? 


4. How can an agency man achieve 4 


satisfactory compromise between tht 
three-fold objectives of volume, quality 
and cost? 

5. What fundamental principles have 
been established during the past te! 


years which are still holding true unde! 
present day conditions? 

6. Is it true that management (leader- 
ship in action) with all that it in plies 
has become increasingly important 


is rapidly approaching the point wher 
it outweighs size, method, momentum, oF 
any of many other considerations in ce 
termining a company’s success under 
present day conditions? et 

pt t 


7. What type of agency man is a 
succeed best under present and prospec- 
tive conditions? 

Summary by John Marshall Holcon 
Jr. 


be 


Afternoon Session 
2p. m. How Can We Maintain the 
Production and Earnings of Experienced 
Agents at a Satisfactory Level? 


(CONTINUED ON PAGE 19) 
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Near Impasse in 
Illinois Life Case 





Question of $3,000,000 R. F. C. 
Loan Complicates Deal 








with Kemper 
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Interlude in Hearing on Reinsurance 
Contract Is Argument on 
Competing Bids 





Negotiations for reinsurance of the 
Illinois Life in the Associated Mutuals 
of Boston, James S. Kemper group, 
struck an impasse in hearings in fed- 
eral district court at Chicago this week, 
Judge Wilkerson indicating that if the 
deal should fall through because of 
numerous objections of several groups 
it might be necessary to liquidate the 


company. 
It was a critical stage in the long 
series of hearings. Groups which have 
been hovering on the fringes of the 
deal, eager to secure reconsideration of 
their various plans for reorganization, 
mutualization, reinsurance or what not, 
drew this comment from the judge. 


Other Bids Are Argued 


For upwards of an hour Judge Wil- 
kerson heard brief explanations of sev- 
eral other plans and was besieged with 
pleas to consider other bids. Some time 
ago he ordered Receiver Abel Davis to 
enter into negotiations with the Kem- 
per group. The hearings were presumed 
to deal solely with changes that should 
be made in the reinsurance contract of- 
fered by this bidder, and with the ques- 
tion whether it could be amended so 
its signing would satisfy all interests. 

Rumors were current that the Kem- 
per bid might be withdrawn if there 
were much more heckling and delay. 
The impasse as developed in the hear- 
ing is: 

1. Counsel for the Kemper interests 
stated this group based its proferred 
contract on a plan to secure a loan of 
$3,000,000 to $4,000,000 from the Re- 
construction Finance Corporation on 
old Illinois Life assets, the loan being 
declared essential for ready cash with 
which to pay death claims and dis- 
charge other policy provisions. If this 
loan cannot be obtained the Kemper 
group is unwilling to go ahead on the 
basis of the tentative contract which has 
been written, rewritten, argued and re- 
argued for nearly two months. There 
are said to be only several thousands of 
cash and no liquid assets in the receiv- 
ers hands. 

2. The R. F. C. has indicated that it 
must have before it a signed contract 
approved by the court before it could 
consider granting a loan. There is at 
Present no agency vested with power 
to use the assets as collateral and se- 
cure a loan. 

Requirement of R. F. C. 


3. Judge Wilkerson is opposed to 
making a provisional order approving 
the contract, as there would be too 
many “ifs” and failure to secure a loan 
would throw the matter open. 

_Later this week Judge Wilkerson sig- 
mfed he might be willing to sign an 
order approving a contract sufficiently 
broad to serve in getting a loan. 

It is of interest to note that the Stev- 
enses sought to get a R. F. C. loan on 
these assets, failing in which the com- 
pany was declared insolvent. Groups in 
the hearing this week stressed this 
Point, and also that the original Kem- 
(CONTINUED ON PAGE 22) 





Acts As Chairman | 








JAMES B. SLIMMON 


Secretary J. B. Slimmon of the Aetna 
Life presided over the meeting of the 
Life Office Management Association in 
New York City Monday. He is a 
graduate of Yale of the class of 1915. 
He started with the Phoenix Mutual 
Life on graduation and following his 
return from the war he went with the 
Aetna Life in 1919. He became assist- 
ant secretary in 1924 and secretary in 
1925. He also is secretary of the Aetna 
Casualty & Surety, Standard Fire and 
Automobile of Hartford. 


The Knights of Pulaski, a fraternal of 
Chicago, has been referred to the attor- 
ney general by the Illinois insurance de- 
partment for dissolution and appoint- 
ment of a receiver. The circuit court of 
Cook County has found the company in- 
solvent and ordered a receiver appointed. 





Pertinent Ideas Are Presented 
at St. Louis Sales Congress 





The half-day sales congress under the 
auspices of the Life Underwriters As- 
sociation of St. Louis and the well at- 
tended public address of Dr. S. S. 
Huebner, University of Pennsylvania, 
stimulated confidence in life insurance in 
St. Louis last week. 

Charles C. Thompson, Seattle, man- 
ager of the Metropolitan Life and presi- 
dent National association, devoted a 
large portion of his talk to discussing 
the work of the national organization 
and urged the necessity for all life un- 
derwriters to be affiliated with that body 
through the medium of their local asso- 
ciation. 

The agents who have come into the 
life insurance business since the stock 
market crash as a class have given bet- 
ter account of themselves than the men 
and women who were selling insurance 
prior to that time, declared Mr, Thomp- 
son. Unquestionably the old timers can 
learn much from the enthusiasm, spirit 
and sales methods of the newcomers 
and if the agents can profit by this new 
development in insurance then the busi- 
ness depression may yet prove a bless- 
ing in disguise. 

Continue to Buy Insurance 


In discussing the popularity of life 
insurance, Mr. Thompson cited figures 
to show that whereas in 1927 but 3% 
cents of each dollar of national income 
was spent for life insurance premiums 
last year 7 cents from each dollar went 
for that purpose, while the total income 
of life insurance companies has also 
shown a constant gain through the de- 
pression years. 

“There has been no let up in the pub- 
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Beyond Appraisal 


To exaggerate the indebtedness of life insur- 
ance to the daily and to the insurance press for 
their Financial Independence Week cooperation 
The editorials had clear 
discernment and the reporting was accurate and 
This fraternizing reflected the 
nation’s general measurement of the social 
worth of life insurance, and its giant rank as a 
major constituent of the financial fabric of the 


Few other institutions are as illy paid in 
rendered thanks as the press for public service 
Life insurance has had so 
many self-applicable demonstrations of journ- 
alistic service in the last few years that it com- 
mensurately gives its admiration, appreciation, 


Worthily joining in Financial Independence 
Week cooperation were the radio broadcasting 
Their contribution, through which 
additional millions were reached, had worth be- 
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lic support of life insurance,” he said, 
“but a constant increase in the support 
of insurance in this depression. People 
are continuing to buy life insurance. 
They are buying it today to take care 
of themselves. They know through life 
insurance they can take care of any con- 
tingency of themselves as well as pro- 
viding protection for their beneficiaries.” 

He ventured the belief that a major 
development of life insurance will be the 
education of the policyholder as to the 
desirability of preserving life insurance 
reserves, and that the cash surrender 
value of a policy should not be drawn 
down except in a real emergency. He 
said that a loan on a life insurance pol- 
icy is the one riskless investment that a 
life insurance company can make, that 
all of the risk is taken by the borrowing 
policyholder himself. 

Four Things Terminate Earnings 


A. R. Jaqua, associate editor Diamond 
Life Bulletins, stated that four things 
terminate a man’s earning power: old 
age, death, unemployment and disability 
and that the principal problem therefore 
is to determine what sort of an invest- 
ment will serve to replace earning 
power. 

“What other institution provides in- 
come so quickly as life insurance?” he 
asked. “Can you name me one? Of 
course you can’t. And not only does it 
produce income quicker but more in- 
come and over a period of years will 
pay a greater income than any other 
possible investment a man can make,” 

In regard to the life insurance mora- 
torium situation, Mr. Jaqua said: “I 
understand that you haven't any such 
law in Missouri but there has been some 
criticism of life insurance in Ohio be- 
cause of the moratorium. Sut these 
rules were not put into effect solely 
for the protection of the life insurance 
companies. Ask any stock broker's of- 
fice what would happen to values if a 
billion dollars worth of securities were 
thrown on the market at one time. 

Would Close Markets 

“The life insurance companies could 
say truthfully: If you want us to pay all 
cash surrenders and policy loans we've 


' got the cash to do so provided you let 


us sell our securities. But the country 
couldn't stand that. The securities mar- 
kets would be forced to They 
can’t stand up under the demand of li- 
quidating billions of securities. So these 
moratoriums are not for the protection 
of life insurance companies. We have 
submitted to them for the preservation 
of national credit.” 


4 lose. 


A. P. Stelar, with the Mutual Bene- 
fit Life in Detroit, was the next 
speaker. He paid for last year $800,000 
on 167 lives. Success, he said, is but 


10 percent ability and the rest results 
from organization of work. Not only 
must there be a willingness and ability 
to work but when and where to work 
is the real danger most life insurance 
underwriters must now overcome. A 
bad plan is better than no plan at all, 
but he warned that it is impossible for 
anyone to copy another underwriter’s 
methods entirely. However, he said, 
there are cardinal principles of success 
that have general application. 

Not Enough Big Cases 


The trouble with most life insurance 
sellers is they think entirely too much 
of the big cases and unfortunately there 
are not enough $100,000 cases to go 
around, Mr. Stelar said. Although high 
authorities seem to agree that life in- 
surance should be about seven times the 
annual income of the buyer, few men 
come up to that mark, the average be- 

(CONTINUED ON PAGE 21) 
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Ohio National Life Absorbs 
Bankers Reserve of Omaha 





COMBINED ITEMS ARE SHOWN 





President T. W. Appleby and His Asso- 
ciates Have Added to Their 
Company’s Momentum 


THESE ARE DAYS 
OF NEW VALUES 


Life insurance has gripped the sound, 
sober mind of the nation through the help 
and comfort it has afforded to millions. 






The Ohio National Life of Cincinnati 
evidently has a fondness for Nebraska 
companies. It has announced that it 
has taken over the Bankers Reserve 
Life. Previously it reinsured the Omaha 
Life in October, 1931, and in January 
of that year it took the American Old 
Line. The showing of the Ohio Na- 
tional Life after taking over the Bank- 
ers Reserve gives assets $40,972,609, in- 
surance in force $215,015,621, capital and 
surplus $2,687,000, policy reserve 
$37,071,739. Its assets ratios are in- 
teresting. It has in government, state 
and municipal bonds 33% percent, fed- 
eral land bank bonds 1.25 percent, other 
bonds 1.39 percent, mortgages 26.13 per- 
cent, policy loans 24 percent, real estate 
6.3 percent. President T. W. Appleby, 
Vice-presidents S. G. Kirn and George 
A. Dieterle, Actuary John H. Evans, 
and Secretary S. J. Blashill have all 
been at Omaha in connection with the 
deal. 


Western Division Office Established 


The Ohio. National Life will establish 
a western division office at Omaha in 
charge of Vice-President J. R. Farney, 
who has been in charge of the Bank- 
ers Reserve’s agency department. Presi- 
dent W. G. Preston will become a mem- 
ber of the board of the Ohio National. 

The Bankers Reserve started busi- 
ness in 1897, the main factor being 
President B. H. Robison, who was one 
of the founders of the American Life 
Convention. His son, R. L. Robison, 
is a vice-president and was formerly 
president. The Bankers Reserve on 
Dec. 31 showed assets $22,588,708, cap- 
ital $500,000, surplus and special funds 
$1,941,895, new premiums $402,379, re- 
newal premiums $2,692,476, total income 
$4,357,794, total disbursements $4,644,- 
281, new business $17,140,558, insurance 
in force $116,534,545, mortality ratio 46 
percent, net interest earned 4.46 percent. 
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No line of endeavor offers such attrac- 









tive prospects to men of vision and ability 
as does Life Insurance today. The great 
record it has written on the pages of 
history will carry it to newer amd higher 













sales peaks. 







Our Field force is being constantly 
augmented by the appointment of new 
men. The company operates in: 




















California Ohio 

Illinois Oregon 

lowa South Dakota 
Michigan Texas 








Ohio National Statement 





The Ohio National showed assets 
$18,383,913, capital $828,734, surplus and 
special funds $802,824, new premiums 
$358,622, renewal premiums $2,711,497, 
total income $4,181,595, total disburse- 
ments $4,173,441, new business $9,757,- 
733, insurance in force $98,433,830, mor- 
tality ratio 62 percent, het interest 
earned 4.76 percent. 

The Ohio National was founded in 
1909, reaching its present high status 
after a commendable record of 23 years 
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versity of Chicago with an A. M. de- 
gree. He became secretary of the Ohio 
National in 1914. He succeeded Albert 
Bettinger as president in 1922 on the 
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of the two companies. 
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In Big Deal 





T. W. APPLEBY 


pany takes over the Bankers 


career at Ottawa, IIL, with the 
Life, having been a teacher of 


a 


President T. W. Appleby of the Ohi 
National Life is the central figure ir 
the consolidation deal whereby his com. 


Reserve 


Life of Omaha. Mr. Appleby came » 
through the actuarial department of life 
insurance. He started his life insuran: 


Central 
mathe. 


matics in the high school there. 











satisfactory, when the unusual 
stances of the past weeks are 


March, approximately $20,000, 


working day during the month, 


erage sales only 21 percent bel 
March, led by Rhode Island wit 


necticut and New Hampshire f 


south central section continued 
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crease in sales of only 8 percent. 


March Sales Hold Up Well 
Considering Difficulties 


March life insurance sales were ver 


circum- 
consid- 


ered. Despite the difficulties caused by 
the moratorium and the generally ur- 
settled conditions, the volume of sales 
in March fell only 30 percent below last 


000 of 


new insurance being paid for in every 


acc ord- 


ing to the Sales Research Bureau. 
The New England states showed the 
best experience for the month with av- 


ow last 
h a de- 
Con- 
ollowed 


with a decrease of 11 percent. The 


to have 


an experience better than the country 
average while the Pacific section suf- 
fered the most severely during March. 
The following figures give by sec- 
tions and cities a comparison of sales 


ch and 
quarter 


of the year 1933 to the same period 


of conservatism, safety and honorable | 1939: 
dealings with its policyholders and the March, ’33 1st quar.,'33 
public. In taking over the Bankers Re- PD io , vee. 
serve Life due consideration has been at” “wie 
given to safeguarding the interests of Seetiows 
its policyholders and also assuring them] y gs Total......... 70 74 
a continuance of pleasant relations with | New England ..... 79 80 
the Ohio National. Its contracts are in- ngage ee. « “ ae 73 
: . : > . fast Nor ‘entra 73 
. violable and will be faithfully carried | West North Gentral 73 78 
CE a out by the Ohio company. South Atlantic .... 66 68 
East South Central 74 77 
Agency Force Continued West South Central pL 4 
Mountain ......... 5 
MILWAUKEE, WISCONSIN Its agency forces are to be continued | Pacific ...........-. 65 69 
with the Ohio company. Any over- Cities ss 
lapping conditions are to be ironed out | Boston ......--.--. 68 a 
CREGRRO 2 cccccccces 62 78 
P in due course of this consolidation. Cleveland ......... 62 68 
Insurance written from birth to age 65. Mr. Appleby is well known in busi- | Detroit ............ 51 63 
ness, insurance and social circles of Cin- | 40s Angeles........ 71 = 
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cinnati. He is also active in church | philadelphia .....! 71 74 
work. He graduated from the Uni-; St. Louis .......... 67 84 


Ray T. Nelson, assistant to the man- 
latter’s death. ager of the Chicago Board of Under- 
Both the Nebraska and Ohio depart- | writers, has been appointed speci 
ments have approved the consolidation | uty for fire insurance in the 
department. 
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Blanks for Making Weekly 
Reports Are Comprehensive 





CONN TUN TEN YIN PUTA UTA ATEN STN OTEK STON JOIN JUTE JATIN STAN STON JUIN SIN SRI SRI SI SI JR SAI SR SR JA A 













TO AID THE COMMISSIONERS 








Statement of Receipts, Expenditures 
Called for, as Well as Policy Loan 
and Withdrawal Experience 
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“Living Insurance” 





The blanks upon which the com- 
panies will be asked to report weekly, 
in order to furnish a statistical back- 
ground upon which the commissioners 
may take future action on the mora- 
torium question, have been prepared. 
They are comprehensive. 

The first general heading is cash re- 
ceipts, including premiums, interest and 
dividends from investments, mortgages, 
bonds and stocks, policy loans and mis- 
cellaneous—from sale or maturity of se- 
curities, borrowed money, other sources, 
total receipts. 

Under cash disbursements, the com- 
panies are asked to give policy claims 
(death, maturities, annuities, disability 
benefits, instalments on supplementary 
contracts), cash surrender values and 
withdrawal of deposits including divi- 
dends, expenses, borrowed money re- 
paid, investments made, including mort- 
gage loans, bonds and other securities, 
policy loans (net) and miscellaneous. 
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ERHAPS life insurance ought to be 

called “living insurance.” It assures a 
man an independent living for his later 
years, or a living for his family if he dies. 
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In recent years the financial benefits of in- 
surance to the living policyholder have 
gained increasing recognition. More peo- 
ple are buying life insurance primarily as a 
sound investment. They are attracted by the 
staunch security and stability of the well- 
managed life insurance companies, particu- 
larly under the acid tests of the past few 
years. 
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U. 8S. Securities, R. F. C. Loans 
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Then the company is asked to set 
forth its United States government ob- 
ligations held, borrowed money owed to 
Reconstruction Finance Corporation and 
other loans. 

Then the companies are asked to give 
their experience in states with no re- 
strictive rules and regulations. In those 
states the companies are asked to give 
the number of cash surrenders and 
withdrawals completed and the amount 
paid, together with the number of cash 
policy loans made and the amount paid. 
The states listed are Alabama, Arkansas, 
Colorado, Florida, Georgia, Kentucky, 
Louisiana, Mississippi, Missouri, Ore- 
gon, Utah, Washington and other states. 

Then the companies are asked to give 
their experience in states with restrictive 
rules and regulations. Here the experi- 
ence in the individual states is not asked 
for, but merely the totals. 

The blanks were prepared by Nelson 
B. Hadley, chief life insurance exam- 
iner of the New York department, and 
W. A. Robinson, actuary of the Ohio 
department, they constituting a subcom- 
mittee of the special moratorium com- 
mittee of the National Convention of 
Insurance Commissioners. 


West Virginia Regulations 







pA JA JA) 





\w 








ANV@NIY@NI aN aN YON aN Vax iw taxi 7axl 












i JE EOE 


In 1932 the New York Life paid over 
$182,000,000 to living policyholders and 
$72,500,000 to the beneficiaries of those who 
died. 









iNYa\ aN /a\tYaxtYaxivax 









———————————— 
\ JEAN Jha Ja J 


—————— 
LNOAINCL NNO INO/ NNO VO) NOVO 1 Ww 





‘YAN aN aN aN ext axivaxiyvax 


The New York Life agent has a wide choice 
of policies from which to make recommen- 
dations for “living insurance” to fit the par- 
ticular needs of his clients, including its 
Annuity Endowment which continues to 
gain in popularity. 
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The West Virginia department has 
issued emergency regulations following 
closely the rules recommended by the 
National Convention of Insurance Com- 
missioners. The Maryland department 
has taken the same step. 
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E After having defeated the Orr-Kar- 
© wick emergency insurance bill, the 
. Michigan house reconsidered and passed 
5 the measure. An amendment was 

adopted prohibiting the commissioner 








from promulgating regulations barring 
the extension of premium loans to keep 
policies in force. The senate concurred 
in the amendment. 

New regulations have been issued in 
Wisconsin, closely following those rec- 
ommended by the commissioners at Chi- 
cago. However, an additional 30-day 
grace period is provided and the reg- 
ulations do not apply to industrial poli- 
cies. The Wisconsin order also provides 
that any company operating in Wis- 
consin shall grant its policyholders in 
that state as liberal privileges of loans 
or cash withdrawals of every kind as 
such company is required to grant to 
any of its policyholders residing outside 
of the state of Wisconsin, pursuant to 
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Is Framing Up Program for | ; 
Southern Ad Men’s Meeting 





SENECA GAMBLE IS CHAIRMAy 





Chattanooga Gathering Will Be of In.) 
terest to the Business—Some 


Speakers Secured 





Seneca M. Gamble of the Voluntee { 

State Life, chairman, and John W. Mur. F 
phy, Pan-American Life of New Or.) 
leans, secretary southern round tabk 
Insurance Advertising conference, are 
getting the program in shape for the 
meeting to be held at Chattanooga May f 
14-16. There will be an advertising ex: Be 
hibit of moment, the Dallas “Morning 
News” offering a cup for the best ex. 
hibit of newspaper advertising and 
“Texas Insurance” for the best exhibit 
of trade newspaper advertising. So far 
as the program has been completed, K. 
R. Miller, of the Life Insurance Sales 
Research Bureau will speak on “Helping 
Each Other,” that is, agency and adver- 
tising men; C. S. Smith, National Life 
& Accident on “Broadcasting Protec. 
tion,” (radio advertising); Carl Liung, 
Jr., Jefferson Standard, on “Advertising 
to Conserve”; T. J. Hammer, Protec- 
tive Life on “Advertising to Educate”: 
Frank Ennis of the America Fore com- 
panies at New York on “Pictures Tell 
the Story,” or dramatic photography; E 
Y. Chapin, American Bank & Trust Co. 
of Chattanooga on “Life Insurance and 
Trust Companies”; Stanley Withe, 
Aetna Life at Hartford on “What the 
Insurance Advertising Conference 
Means to Insurance”; R. W. Conde, 
vice-president “Insurance Field” on 
“Knotty Problems in Insurance Adver- 
tising”; A. V. Mozingo, vice-president 
Volunteer State Life on “What We Ex- 
pect of Our Advertising Man.” 





New Agent Sets Record 


R. J. Wiese, general agent State Mu- 
tual in Chicago, signed a contract in 
April, 1932, with G. H. Peek of Elgin, 
Ill., a young man with no previous in- 
surance or Other sales experience. Mr. 
Peek now is in eighth place for con- 
secutive weekly production among all 
the company’s agents with a record of 
52 weeks. He is secretary of the Elgin 
Life Underwriters Association. 


Will Have No Opposition 

No insurance director has been nom- 
inated for the post on the United States 
Chamber of Commerce to succeed 
George D. Markham, local agent of St. 
Louis except John e Harding of Chi- 
cago, western manager of the Spring- 
field F M. 
Lee J. Daugherty, president of the 
Guaranty Life of Davenport, who has 
served as director, representing District 
No. 6, has been renominated. 








under option up to $200 per month; to 
allow unrestricted payment of sums de- 
posited since March 18; permit loans 
equal to cash paid in for premiums of 
loan repayments since March 18; and to 
allow closing out small accounts. 

The Maine regulations have been 
amended to follow exactly the Chicago 
model. Additional 31-day grace period 
is also allowed (four weeks on indus- 
trial) on policies expiring between 
March 4 and May 14 

In New Hampshire amendments fol- 
low the Chicago model exactly, except 
that restrictions on industrial insurance 
are lifted entirely and no mention 1s 
made of dividends to stockholders. 

In North Dakota the original regula- 
tions are superseded by those follow- 
ing the Chicago model exactly. 

In Tennessee the regulations follow 
the Chicago model exactly, except that 
an additional 30-day grace period is 













eae laws or by virtue of mora- 


In Delaware additional amendments 
have been issued to allow withdrawals 





granted on policies expiring up t 
April 25. 
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Federal Reserve Life Now 
Using New Agency Contract 





MANY INNOVATIONS IN PLAN 





Principles of Industrial Debit Are Ap- 
plied—Purpose Is to Reward Good 
Agent Who Stays 





Radical innovations have been insti- 
tuted by the Federal Reserve Life of 
Kansas City in its agency operations. 
The new plan represents many months’ 
work on the part of President B. F. 
Bushman and Vice-president G. L. Gro- 
an. 
: The purpose is to compensate more 
adequately the good agent, who remains 
with the company. The man who shifts 
from one company to another is penal- 
ized. 

The agency contract is elaborate and 
is called an appointment. The agent is 
called “policyholders’ consultant.” Each 
agent is assigned a group of policyhold- 
ers in the Federal Reserve Life and the 
agent must keep in touch with the 
members of this group. The agent is 
paid a certain sum per thousand of in- 
surance remaining in force, other than 
first year, whether allocated or written 
by him. 

Production Requirements 


The agent, under the appointment pa- 
pers, is required annually to produce 
new paid business of not less than $100,- 
000 after the first 18 months, and he 
must produce new paid business every 
period of 60 consecutive days, and 
$10,000 every consecutive quarter. Fail- 
ure to comply with these requirements 
will be cause for cancellation of con- 
tract. 

A certain sum is paid per thousand on 
all new paid business produced in the 
preceding quarter in excess of the 
agent’s terminations in the same period, 
from all causes except death. Term 
business is allowed only up to 20 per- 
cent of the total. If the new business 
carries an average premium of less than 
2 percent of the sum insured, the ap- 
pointment may be terminated. Business 
reinsured by the Federal Reserve Life 
is excluded in fixing the agent’s remun- 
eration. The agent will receive so much 
per thousand extra where the sum in- 
sured under one policy is $2,500 or 
more. 

Additional Remuneration 


Then there is additional remuneration 
per thousand, provided the full second 
annual premium is paid in cash. Fail- 
ure to renew at least 65 percent of the 
new business in the preceding year can- 
cels the provisions for compensation on 
payment of the second year’s premium. 
Disability and double indemnity is ex- 
cluded from all computation of insur- 
ance or premiums. 

Nine months after the appointment is 
made, the agent must increase annually 
his business in force according to cer- 
tain specified percentages. Where there 
is $500,000 or less in force he must show 
an increase of 10 percent and the in- 
crease required is less until for $900,000 
and more insurance in force only 5 per- 
cent is required. 

_The Federal Reserve reserves the 
right to make readjustment of the 
agent’s business as it may deem proper 
and expedient, in event the agent fails 
to maintain the rate of increase re- 
quired. 

No Vested Right 


No vested right attaches under the ap- 
Pointment for the business written or 
conserved by the agent, beyond the re- 
muneration due at the settlement date 
next succeeding the termination of the 
appointment. 

_In case of dispute, the contract pro- 
vides for arbitration by three disinter- 
ested insurance men, one to be ap- 
pointed by each party and the third to 
be appointed by these two. 

The company states in the appoint- 





ment contract that it intends to estab- 
lish a retirement fund for agents. The 
plan is to insure the agent until age 65 
for not less than $2,500 and not more 
than $10,000, depending on production 
record. If he continues with the com- 
pany until age 65, the plan is to pay 
him the income from the retirement 
fund. If he leaves the company before 
65, he will have no claim against the 
fund. The company would pay the 
premiums. 

The plan follows to some extent the 
industrial insurance agent’s contract, 
since compensation depends to a consid- 
erable extent on net increase and since 
the agent is assigned a group of policy- 
holders, which corresponds somewhat to 
a debit. Mr. Bushman and the other 
officers are enthusiastic about the plan 
and state that during the time it has 
been in operation men of high type have 
been attracted to the company because 
of the new plan. 


Clark, Jaeger, Pickford Speak 


Commissioner E, W. Clark, W. W. 
Jaeger, vice-president and director of 
agencies Bankers Life of Iowa, and A. 
H. Pickford, president Des Moines Gen- 
eral Agents & Managers Club, were the 
principal speakers at the regular noon- 
day meeting of the club April 24. 





High Type of People Work 
for Benefit of the Public 


ERNEST PALMER GIVES TALK 





Illinois Insurance Superintendent Tells 
About the Movement to Re- 
codify State’s Laws 





Superintendent Ernest Palmer of II- 
linois, speaking at the banquet tendered 
him by the Illinois Association of In- 
surance Agents at Springfield last week, 
said that since he has been in office he 
has been impressed with the fine type 
of people that are engaged in public 
work. He said some very hard, faith- 
ful and conscientious work is being put 
forth by the public employes. He said 
that his department has the backing of 
the state administration. Members of 
the legislature are very much interested 
in insurance bills. 

Superintendent Palmer stated that in 
1935, when the legislature meets again, 
he hopes to present a model code. He 
said that the Illinois insurance laws need 
recodifying. The plan is early in the 
summer to address the various insur- 





ance organizations of all kinds, covering 
every branch of the business, and ask 
each group to get together and make 
suggestions as to laws for that par- 
ticular class. Then men from the at- 
torney general’s office and experts in 
the insurance department will go over 
this material, make further researches, 
consult the laws of other states and 
endeavor in the long run to draft a code 
that will be a credit to the state. 

He spoke of the legislation that he 
is seeking which would confer large 
powers on the superintendent, with the 
sanction of the governor, to enable his 
office to assist state companies in 
working out of their difficulties. He 
said there is no use of denying that 
some companies face great difficulties. 

Norris H. Bokum, Massachusetts Mu- 
tual, and C. B. Stumes were present, 
representing the Chicago Association of 
Life Underwriters. Walter E. Webb, 
executive vice-president of the National 
Life, U. S. A.; Henry Abels, vice-presi- 
dent Franklin Life, and H. B. Hill, presi- 
dent, and C. E. Flinn, investment su- 
perintendent, Abraham Lincoln Life, 
were present. H. Behrens of 
Chicago, president of the Conti- 
nental Assurance and Continental Cas- 
ualty, was the speaker of the evening. 
C. M. Cartwright of Tae Nationat Un- 
DERWRITER was toastmaster. 








ORGANIZED SELLING METHODS 


make it possible for men all doing the 
same thing day after day to “pool 


their experience for each others benefit. 


THE MINNESOTA MUTUAL LIFE INSURANCE CO. 


Saint Paul, Minnesota 
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More cash in banks 


More U. S. Government, state and 
municipal bonds 


More insurance in force 
More capital and surplus 


Greater ratio of assets to policy 
liability 


As of January |, 1933, com- 
pared to the previous year. 


The Great American Life of Texas 


has much to offer agents including a 
line of modern up-to-date policies 
and a liberal contract. 


Write the Home Office for open 
territory in Texas, Colorado, Louisiana, 
Idaho, Arizona and North Dakota. 





THE GREAT AMERICAN LIFE 
INSURANCE COMPANY 


Chas. E. Becker, President 
HOME OFFICE—SAN ANTONIO, TEXAS 


"Where the sunshine spends the winter" 











Medical Section Announces 
Details of Chicago Program 





RIGHT SELECTION IS THEME 





Gall Bladder Survey, Motion Pictures 
of Human Heart Among Important 
Program Features 





The Medical Section of the American 
Life Convention will meet in Chicago 
June 6-8, the theme of the gathering 
being “How to Select the Right Kind 
of Business.” 

The business sessions will open at 
9:30 a. m., June 6, with an address on 
“Underwriting Perspective” by Dr. 
Harry W. Dingman, section chairman 
and vice-president Continental Assur- 
ance. He will touch briefly on the va- 
rious subjects that will be discussed 
during the meeting. 

Greetings from the parent -organiza- 
tion will be brought by Daniel Boone, 
president Midland Life and president 
American Life Convention. 

“Greetings from Our Confreres,” has 
been assigned to Dr. H. S. Crawford, 
medical director Canada Life and presi- 
dent Life Insurance Medical Directors 
Association of America. “Greetings 
From Our Field Associates” will be 
given by Alex E. Patterson, Penn Mu- 
tual Life general agent in Chicago and 
vice-president of the National Asso- 
ciation of Life Underwriters. 


Discuss Gall Bladder Risks 


“End Results of Gall Bladder Risks” 
will be presented by Dr. J. J. Maisel, an 
outstanding authority, while the con- 
clusions on a study of more than 1600 
cases at the famous Mayo Clinic in 
Rochester, Minn., by Dr. Maisel and 
himself will be summarized by Dr. W. 
C. Alvarez, associate professor of medi- 
cine at the University of Minnesota. 

Dr. A. C. Ivy, professor of physi- 
ology and pharmacology at Northwest- 
ern University whose special work on 
the causation of gall stones is well 
known in the medical world, will open 
the discussion. 

Dr. Karl A. Meyer, chief of staff of 
the Cook county hospital, will continue 
the discussion, while Dr. D. B. Cragin, 
medical director Aetna Life, will give 
the insurance viewpoint. Dr. Cragin has 
made a special study of the ultimate 
progress of gall bladder cases revealed 
by life insurance statistics. 

On Wednseday the business session 
will open with a paper on “Premedi- 
tated Selection Against the Company” 
by J. B. Mabon, associate actuary of 
the Sun Life of Canada. The discussion 
will be by Dr. Henry W. Cook, vice- 
president Northwestern National Life, 
and Franklin B. Mead, executive vice- 
president Lincoln National Life. 

The next paper will be “Early Recog- 
nition of Pulmonary Tuberculosis” by 
Dr. J. M. Livingston, medical director 
of Mutual Life of Canada. 

Dr. A. J. Robinson, medical director 
Connecticut General Life, and Dr. J. 
T. Bowman, associate medical director, 
London Life, will lead the discussion. 


Consider Rheumatic Complications 


“Rheumatic Infections and Complica- 
tions” will be given by Dr. T. Dickson, 
Jr., associate medical director Minne- 
sota Mutual Life, with discussion by 
Dr. H. C. McAllister, associate medical 
director Lincoln National Life; Dr. H. 
F. Starr, vice-president Pilot Life, and 
Dr. M. . Bender, medical director 
Guardian Life of New York. 

The executive business session of the 
section will be held on the evening of 
June 7 and new officers will be elected. 
On the morning of June 8 motion pic- 
tures of the human heart will be pre- 
sented followed by a symposium on 
1933 selection problems in which all the 
different divisions of life insurance ad- 
ministration will be given an oppor- 
tunity to present their views. “The 





Agent,” will be by John R. Hastie, as- 





——___ 


Remarkable Record Set 
During Blackest Week 


a) 


A remarkable record of an applica. 
tion a day during the blackest week of 
the Detroit banking situation was made 
by two men of the G. F. Lofthouse 
agency of the Lincoln National Life jp 
that city. During this period F. P 
Beaudin and S. T. Byerley working 
jointly wrote an application a day for 
a total of $29,600 of insurance. 

While the Detroit banks were closed 
entirely, these same two men wrote nine 
applications for a total of $37,600. 

The Lofthouse agency the last week 
of March, which was close to the peak 
of the Detroit banking difficulties, ex. 
perienced the best seven-day period it 
has had in 1933. 














Many Notables at Banquet 
in Detroit for C. E. Gauss 





At the testimonial dinner in Detroit 
for Commissioner Gauss of Michigan 
and his predecessor, C. D. Livingston, 
which was given by the Michigan com- 
panies with home offices in Detroit, 
there were present four other former 
commissioners. They were: C. A. Pal- 
mer of Detroit; F. H. Ellsworth, presi- 
dent of the Michigan Surety; L. T. 
Hands, vice-president of the Michigan 
Life of Detroit, and John T. Winship of 
Battle Creek. 

A number of members of the insur- 
ance department staff were on hand, in- 
cluding R. M. Wade, deputy commis- 
sioner, J. E. Rault, actuary, J. C. 
Kechum, examiner, and R. M. Morse, 
agency supervisor. 

The organizations which sponsored 
the dinner and were hosts of the eve- 
ning were American Life of Detroit, 
Agricultural Life, Detroit Life, Federal 
Life & Casualty, the Gleaners, the 
Maccabees, Michigan Life, Detroit Fire 
& Marine, Michigan Fire & Marine, De- 
troit National Fire, Conductors Protec- 
tive Assurance, Detroit Automobile 
Inter-Insurance Exchange, Michigan 
Mutual Liability, National Casualty and 
Standard Accident. 

Governor Comstock was present and 

participated in the testimonial. 
George K. March, president Detroit 
National Fire, acted as toastmaster. 
Governor Comstock stated that 47 men 
had applied to him for the commission- 
ership but he had drafted Mr. Gauss. 
Vice-president L. G. Treanor of the 
Michigan Life was active in organizing 
the event. 


Regarded as New Money 


A subscriber writes to ask whether 
a man who had borrowed on his policy 
last year and is paying it back monthly 
could count the repayments since the 
moratorium as new money put in the 
company the same as new premiums. 
Superintendent Palmer of Illinois, when 
asked his opinion, said that he would 
be inclined to rule that these new pay- 
ments on the loans were in the same 
category as new premiums. 











sociate manager Mutual Life of New 
York and president Chicago Life Un- 
derwriters Association; the “Actuary, 
W. F. Poorman, Central Life of Iowa; 
the “Inspector,” Lee N. Parker, Vice- 
President American Service Bureau; 
the “Medical Examiner,” Dr. Charles 
Stewart, Philadelphia; the “Lay Under- 
writer,” C. F. Barney, American Cen- 
tral Life; and the “Medical Director, 
Dr. Ross Huston, Bankers Life of Lowa. 
An open forum for the discussion of 
any subject of timely interest to insur- 
ance medical men will conclude the 
business program. Each speaker will 
be assigned five minutes in which to 
present some perplexing problem to the 
consideration of his fellow medica! di- 
rectors. 
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Dunham Sees Inflation as 
Benefit to Life Companies 





GOLD ACTION ALSO MAY HELP 





Connecticut Commissioner Touches on 


Probable Effects at New Haven 
Life Underwriters Meeting 





Abandonment of the gold standard 

and controlled inflation of currency, pro- 
viding the latter step is kept within 
bounds, should have a very beneficial 
effect on the financial position of life 
companies, H. P. Dunham, Connecticut 
commissioner, told the New Haven 
(Conn.) Life Underwriters Association. 
The farm mortgage situation would 
show most evident improvement, due to 
rapid and sustained advance in price of 
agricultural commodities. This would 
permit farmers to meet interest pay- 
ments on mortgages. A demand for 
farm land should result from higher 
prices for grain and agricultural prod- 
ucts. 
Mr. Dunham believes life companies 
that have taken over farm properties in 
large volume during the last few years 
under farm first mortgages should be 
able to dispose of a substantial portion 
of this property at a profit. He be- 
lieves, however, inflation would have a 
slower effect on the value of city prop- 
erty, which would await a bettering of 
general business conditions. 


Tells Effect on Bonds 


There will doubtless be depreciation 
in value of the highest grade bonds held 
by life companies, he said, although the 
income from these would be continued. 
This income factor is important since 
life companies’ obligations are in terms 
of fixed amounts of dollars regardless 
of the value of these. Railroad securi- 
ties of medium grade and other bond 
investments of similar nature doubtless 
will show enhanced value. On this por- 
tion of the portfolio for many com- 
panies this appreciation will offset de- 
preciation on high grade fixed maturity 
securities. 

Life companies’ prospects should 
show marked improvement from the 
standpoint of policy loans and cash sur- 
render values, as improved business con- 
ditions would lessen the demand for 
these. He hazarded the opinion that 
with improvement in the general situa- 
tion in this country it is reasonable to 
expect that the policy restrictions will 
be lifted in the course of a few weeks. 


Major Function Uninterrupted 


He admitted the restrictions have not 
been popular, but he says the com- 
panies and commissioners were not al- 
together pleased to take this drastic ac- 
tion. It has tended to increase diffi- 
culty of selling life insurance. A point 
that has been generally overlooked by 
the public, he said, is that nothing has 
been done to interfere with or interrupt 
the principal functions of the life com- 
panies, paying death claims, annuities, 
endowments, etc., and only the inciden- 
tal banking functions are involved. 

If these features had not been over- 
emphasized in the past the restrictions 
would not have proved so embarrassing 
to agents and companies. Despite this 
situation, he said, sales of life insurance 
still are far ahead of other businesses 
and industries. 

There have been certain unethical and 
destructive practices existing in these 
uncertain times, not the least of which 
has been twisting. Commissioner Dun- 
ham said the companies and insurance 
departments are receiving splendid co- 
Operation from various agency organi- 
zations in stamping out this evil. 


Seek Change in District Laws 


WASHINGTON, April 27.—Legis- 
lation covering life insurance companies 
operating in the District of Columbia, 





for the district, has been submitted to 
the House and Senate district commit- 
tees by the district commissioners. 
The principal changes in the regula- 
tion of life company operations, it was 
explained by Herbert L. Davis, sup- 
erintendent of insurance, are the re- 
quirement for maintenance of proper re- 
serves and a provision that companies 
whose main offices are not in the Dis- 
trict of Columbia shall maintain agents 
in Washington so that local policyhold- 
ers may obtain trial locally of cases in- 
volving their contracts instead of having 
to go into other jurisdictions. 


New Iowa Insurance Laws 


New laws enacted by the Iowa legis- 
lature include those to provide for the 
granting and sale of annuities by any 
life insurance company organized on the 
stock or mutual plan and to authorize 
consolidation or reinsurance of domestic 
and foreign fraternals. 


American Institute Meeting 


The program is now being prepared 
for the annual meeting of the American 
Institute of Actuaries to be held at the 
Edgewater Beach hotel, June 1-2. The 
National Convention of Insurance Com- 
missioners will meet at the same time 
and place. 








“Time Saver” Shows Changes 
in Accident-Health Policies 








Distribution of the 1933 edition of the 
Time Saver, the annual accident and 
health policy analysis book published by 
Tue NATIONAL UNDERWRITER, begins the 
latter part of this week. This book as 
usual presents an analysis of all com- 
merical contracts issued by 100 leading 
accident and health companies as well 
as the monthly premium contracts for 
many of these companies. In addition 
are the Dec. 31, 1932, financial state- 
ments on companies writing $100,000 or 
more of premiums, these statements 
showing clearly the security valuation 
basis upon which the statements is made 
and indicating also the amount of any 
contingency reserve which may have 
been set up by each company. An im- 
portant section of the book is that giv- 
ing detailed information about compa- 
nies, including date of organization, lines 
written, states where licensed, and acci- 
dent and health department officers. In 
this division also will be found informa- 
tion about the occupational manual used 





by each company. This is important for 
interpret.ng the rates. 

Among the important changes which 
have been made by accident and health 
companies last year are the increase in 
rates made by each of 30 members of 
the Bureau of Personal Accident & 
Health Underwriters in the accident re- 
imbursement contract; the reduction 
by a number of companies in both acci- 
dent and illness indemnities on a pro- 
gressive scale, beginning at age 56; the 
issuing of more regular policies with 
waiting periods and the distribution of 
$12 and $15 annual premium contracts. 
The entire tendency the past year has 
been in the direction of increased rates 
and restriction of coverage. 

An increase in use of aggregate dis- 
ability indemnity clauses makes the 
Time Saver more valuable than ever, be- 
cause it is possible with the use of the 
book to determine the exact terms of 
this provision. Some of these aggregate 

(CONTINUED ON PAGE 20) 
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Part of a proposed new insurance code 





292" to 88" 


in 13 Years 


Of the 292 leading Life Insurance companies 
operating in the United States in 1932, the B. M. 
A. ranked 88th in amount of Life Insurance in 


During the year this Company advanced from 
92nd to 88th place. All of the companies out- 
ranking the B. M. A. are from six to eighty years 
older in the life insurance field. 


The explanation for this unusual growth doubt- 
less lies in the fact that the B. M. A. has provided 
complete personal protection, guaranteeing the 
income against the five great hazards of life... 


Sickness—Accident—Financial Difficulties— 


Death 


Old Age 


"It Pays All Ways" 
Life—Accident—Health 


BUSINESS MEN’S ASSURANCE CO. 





“Symbol of Complete Protection” 


Place 








W. T. Grant, President 
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Some Agents Talk, Others 
Work in Crisis, Hull Says 









BIG JOB OFFERED FIELD MEN 





Make your work easier ||  — 
with these practical tools || 2: So: 3% Auiverary 








Events of the last few weeks in life 
insurance have developed two distinct 
types of agents, those who take the 
world and themselves very seriously 


h le all national 
IFE UNDERWRITERS find there problems by’ sitting around the ofice 


is no substitute for work. Work— he py A By 
the proper application of energy—still wh Ry MALT YF yt 
remains a fundamental requisite to suc- ww Beg Ee 
cess in life insurance. et BE 


the 50th anniversary meeting of the 


Work plus the practical tools offered a ee 
agents by this company make a combina- “ane i as & ee 
tion hard to beat. Here are some of the Salas tok cielicins ancuats of Game 
tools offered our agents which will also Situs tes cauvcleal to cantons ta 
help make your work more remunerative Soon siadie want al on Gaus at oe 
and easier. Ong A vonp ann A anlngy Hay Fe 


lic generally will recognize the ulti- 


e . mate good involved in the restrictions 
a liberal agency contract and that yor ny * need the primary 
* ° _ protection of the life contract. 
a complete line of modern policies ssetiaiiiiaie ai Gielen 
® juvenile policies, sub-standard The agents must make up their minds 
° they can do a under present con- 
i i ; 313 ditions, he said. Much good to the in- 
double indemnity, total disability stitution could be accomplished if the 
ed 2.6 ° 20,000 agents and managers would sud- 
low non-participating rates denly become concertedly zealous in 
s ; ” arguing the affirmative of the proposi- 
organized presentations tion that the net result of state regula- 
7 tions in the last few weeks has been 
® a fool-proof visual sales kit salutary to the institution of life in- 
e surance. He asked z _~ in yw busi- 
1 j ness have not in fact learned some- 
e daily working plan thing valuable recently about = rela- 
: : ti i t t f th ti 
® a condensed but comprehensive train- ae 
j He found no cause to bow one’s head 
ing plan in shame yng Ser es. 
os : He cited, as did . Albert inton, 
a conservation program that helps president Provident out, a talk 
i 7% last week before the New York City 
keep policyholders sold and re Life Underwriters Association, that 
duces lapses when the strongest country in the world 
fails to carry out its solemn promise to 
redeem its gold certificates in gold, cer- 
J p tainly life insurance should not be 
Connect with a company that will give you blamed for state restrictions designed 
: 5 to guard against wholly unwarranted 
the greatest help and make it as easy as possi- cash demands. 
ble to operate. For openings in Ohio, Michi- ae ae oa Se 
- : Mr. Hull has been in touch with 
gan, Illinois, Indiana, Kansas, Oklahoma or many hundreds of ssiiilieasaeilietin and 
; : : company officials during the last few 
Texas, write George L. Grogan, Vice President, a ee tas tan teed 
in Charge of Agencies. by telegrams and letters. He has talked 


with many more producers, general 
agents and officials, asking them for 
estimates as to how many of the 65,- 
000,000 policyholders are loan and cash 
* value conscious. He said the figures 
vary from 2 to 10 percent, with the 
average well below one in 20. He haz- 
arded the opinion that many policy- 


holders who have been crying aloud 

6 against the restrictions have been put 

] ] era eserve in this frame of mind through the de- 

fensive and sometimes even hysterical 

L es f | C ee a $ life Rage om gl —— 

themselves. et on the whole he foun 

ire nsurance om p an y the agents had reacted manfully to the 

challenge of the policy restrictions. As 

. a body they stood the brunt admirably 

Kansas City, Kansas = Sens the public and quieting its 

He asked whether the service which 

life insurance men are prepared to sell 

is any less valuable than it was a month 

ago and, in fact, if it is not worth more 
than it ever was. 

















Security Life’s Officials 
Indicted by Chicago Jury 


M. J. DORSEY LEADS THE LIST 
Charge Is Made That Mortgages of 
Dubious Value Were Foisted 
on Life Companies 





The grand jury at Chicago this week 
indicted for conspiracy M. J. Dorsey, 
former president of the Security Life 
of Chicago and Northern States Life of 
Hammond, Ind.; C. E. Johnson, vice- 
president Security Life; Bertram Day, 
president Northern States Life and di- 
rector of the Security Life; H. S. Tres- 
sel, vice-president Security Life, Edwin 
Hult, president Edwin Hult & Co., in. 
vestment concern; H. W. Huttig and 
Attorney John H. S. Lee of Chicago, 
joint owners of the Manufacturers Ter- 
minal Company of Waukegan, IIl., and 
prior owners of a vacant factory there; 
C. R. Surface, alleged dummy to whom 
Attorney Lee transferred the Wavw- 
kegan property. All these insurance 
officials were connected with the Se- 
curity Life, the Northern States Life 
and the Keystone Holding Company. 


Points in the Indictment 


_The indictment charged that these 
nine people engineered a deal to saddle 
$1,705,000 in mortgages on a _ vacant 
Waukegan factory, which was worth 
about $150,000, and then sold the mort- 
gages to the insurance companies. The 
Security Life and Northern States Life 
are in the hands of receivers. In 1916, 
following a fire, the state’s attorney 
declared that the Corn Products Refin- 
ing Company disposed of its plant at 
Waukegan for $150,000 to a junk dealer. 
The property then passed into the hands 
of the Manufacturers Terminal Conm- 
pany, headed by Mr. Hult. 


Mortgages Were Sold 


Attorney Lee had done considerable 
legal work for Mr. Hult who being 
unable to pay for the service satisfied 
the claim by deeding him an _ interest 
in the Waukegan plant. Within five days 
it is claimed the factory was transferred 
in escrow to Mr. Surface acting as the 
alleged dummy for Attorney Lee. In 
the meantime the Dorsey crowd had 
gotten the Security Life, Northern 
States Life and Inter-Southern Life. 

It is charged that in the transaction 
between Edwin Hult and Attorney Lee 
on one side and Mr. Dorsey and his as- 
sociates on the other, mortgages more 
than ten times the true worth of the 
Waukegan factory were issued and the 
mortgages bought by the _ insurance 
companies. 

In the indictment it is charged that 
Mr. Hult and Mr. Lee got sufficient 
money to pay off $350,000 in mortgages 
which were on the property before the 
deal was launched. They also took par- 
ticipation certificates in the Crescent 
Life of Indianapolis which the North- 
ern States Life took over. 


World’s Fair Service Bureau 


The Continental Casualty and Conti- 
nental Assurance will have a special 
service bureau for their policyholders, 
agents and friends who will be in Chi- 
cago visiting the Century of Progress 
Exposition any time between June 1 and 
Nov. 1. Elaborate quarters have been 
secured in the beautifully decorated 
room looking over Michigan avenue, on 
the main floor of the home office build- 
ing at 910 South Michigan avenue. _ 

All Continental agents are supplied 
with identification cards for distribution 
to their policyholders and friends. These 
identification cards when properly filled 
out will entitle the holder and his party 
to make use of all the facilities of this 
bureau. 


The home office of the American Life 
Insurance Association has been removed 
from Elk City, Okla., to Oklahoma City. 
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Dont muss 
getting your personal copy of 


The New 1933 


“LITTLE GEM” 


Life Chart 


while the information is new 


More Necessary than ever before! 














By actual count, MORE CHANGES in life insurance 
figures have occurred during the past twelve months than in 
the previous two years. And Prospects want today’s figures. 














(‘The little RED BOOK”’) 


Largest circulation of any 
book of its kind! 


NEW facts and figures are vital to you—today! 


Plenty of agents are after every prospect. 


You certainly do not want to be in 


the dangerous position of having someone else quote your clients and prospects 
today’s figures which are entirely different from those of a year ago, unless you also 
know what the actual facts and figures are today. Be sure you have the new 
up-to-date data as shown in the new 1938 “Little Gem” Life Chart. 


Pick your reference book carefully! 


Your money buys more when you order 
the “LITTLE GEM”’ 


CHECK ALL OF THESE FIVE POINTS 








(1) The “Little Gem” shows the RATES FOR 10 OR MORE 


POLICIES fer each company. 


(2) The “Little Gem” shows MORE COMPANIES OPERAT- 


ING IN YOUR CITY THAN ANY of its com- 
petitors. 


(3) The “Little Gem” gives a FIVE YEAR FINANCIAL 


AND INSURANCE REPORT for 300 companies. 
(No other book gives this important data). 


(4) The “Little Gem” gives ALL THE DATA about a com- 


pany ON CONSECUTIVE PAGES. (You can find 
what you want quickly). 


(5) The “Little Gem” shows “NET PAYMENTS”—the divi- 


dend is already subtracted from the rate. It gives 
what is wanted quickly. 





“Authoritative—Comprehensive—Impartial” 


Order your copies NOW! 


The new 1933 “Little Gem” shows: 


POLICY ANALYSIS—(Readily Comparable). 


RATES —Every age for 10 or more policies. 
Also Annuity, Term, Disability § Double Indemnity Rates. 


CASH VALUES —for 4 or more policies. 


“NET PAYMENTS”—(the rate with dividend deducted). 
Life—every age—present scale with summaries at every 
age for 10 & 20 years. 
“Net Payments” at 5 year ages for 20 Pay and 20 Year Endow- 
ment Policies—Summaries. 


ACTUAL HISTORIES—‘“net”—for 20 year period at 5 year ages 
for Ordinary, 20 Pay and 20 Year End., with Summaries. 


FINANCIAL & INSURANCE REPORT—4 five year record for 


300 companies. 


(Regular Price $2.00) 


Special Company Club Prices to All Agents! 


Mail this coupon for your 1983 “Little Gems.” 


Send me immediately at my company’s club rate. 
pesenees cop....1933 “Little Gem.” 


To The National Underwriter Co., 420 E. 4th St., Cincinnati. 
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Eighty-eight successful years have passed since 
the founding of the Mutual Benefit. Some of 
those years have brought significant changes in 
contract, other years, merely details of improved 
The policy contract held by our 
members in 1933 represents the best in modern 


life insurance protection. 


THE MUTUAL 
BENEFIT 


NEWARK, NEW JERSEY 




















SAFE, Beyond Challenge 


IFE insurance is the largest and most useful economic force 
in the Nation. The owner of a life insurance policy has in- 
vested surplus and savings against the undisclosed needs of 


the future. ... HE IS A PROTECTED CITIZEN! 


Men of character and industry have a great opportunity for 
All 
modern policy forms, annuities, non-medical, accident and health. 


CALIFORNIA-WESTERN STATES LIFE 


profitable service. Liberal direct 


J. Roy Kruse, Pres. 


home office contracts. 


Sacramento 











Organized 1870 


MUTUAL LIFE INSURANCE COMPANY 


of Baltimore 


Home Office: Charles & Chase Sts., Baltimore, Md. 


PARTICIPATING 


ORDINARY 


NON-PARTICIPATING 


INDUSTRIAL 





| 











THE UNITED STATES LIFE USneeny 


Organized 1850 In the City of New York 


Non-Participating Policies Only 


Over 80 Years of Service to Policyholders 
Good territory for personal producers, under direct contract 
HOME OFFICE: 156 Fifth Avenue, New York City 














Higher Mortality Expected 
from Legalization of Beer 





GIVE FIGURES IN 1910 SURVEY 





Development of Sale by Shopkeepers in 
Many Lines Complicates Gen- 
eral Underwriting 





Legalized beer, with its scattered sale 
in groceries, drug stores, barbecue 
stands and a variety of other places not 
associated with its sale in the good old 
days, has created a problem for actu- 
aries and medical examiners in life in- 
surance, it was the consensus in a round 
table at the April meeting of the Chi- 
cago Actuarial club. 

Due to indisputable proof in the past 
that connection with beer in almost any 
capacity brings higher mortality, it will 
be necessary to underwrite all applica- 
tions for life insurance most carefully 
in future, to direct inspections toward 
disclosing any possible connection with 
beer. 

Ratios Are Found Large 


R. M. Brown, assistant secretary and 
actuary Continental Assurance, gave fig- 
ures taken from the medico-actuarial 
study made around 1910, showing the 
incidence in the beer industry. In brew- 
eries, he said mortality of expected was: 
Proprietors, managers and superintend- 
ents, 135 percent; clerks 130 percent; 
foremen, journeymen, maltsters and 
beerpump repairers 152 percent. Dis- 
tillery proprietors showed 85 percent 
mortality. 

The mortality in breweries between 
ages 15-29 was: Proprietors, etc., 197 
percent; clerks, 90 percent; between 
ages 30-49, proprietors, etc., 133 percent; 
clerks 176 percent. Under age 45, he 
found, the death rate for proprietors, 
etc., was twice that for cancer, heart dis- 
ease, pneumonia, Bright’s disease and 
suicide, and three times that for cirrhos- 
sis of the liver. 

In the wholesale distribution of beer 
the study showed 122 percent mortality 
for proprietors and 112 percent for 
clerks. In the retail distribution pro- 
prietors of restaurants with bars, but 
who did not tend bar, had 152 percent 
mortality, and waiters 177 percent. 


Johnson Cites Overindulgence 


W. M. Johnson, Central Life of Illi- 
nois, who spoke later on the subject, 
said the advisory rating sheets sent out 
by the American Life Convention 
checked closely with the medico-actu- 
arial study in many classifications. He 
expressed the opinion that drinking beer 
was not alone the cause, but an in- 
creased indulgence of the stomach. He 
said brewery clerks, although usually 
housed in an office structure nearly a 
block from the brewery proper have 
high mortality. 

“It looks as if beer is pretty danger- 
ous, more so in certain classifications 
than is hard liquor,” Mr. Brown said. 
“One can buy it everywhere. It looks 
simply impossible to lay down any defi- 
nite line what to do with these risks. 
Unless other conditions improve enor- 
mously, we can expect greater mortal- 
ity as a result of beer.” 


Inspections Highly Important 


He regards it as essential to concen- 
trate on inspections. Vital questions 
are the nature of patronage of a place 
selling beer, whether it is a_ sideline 
or chief commodity, and whether the 
applicant personally dispenses beer. On 
the manufacturing side should be asked 
whether the applicant’s duties take him 
into the brewery proper. He said it is 
doubtful if clerks in breweries could 
be accepted generally at standard, and 
advised against writing a non-medical 
policy on any brewery employe. 

Mr. Johnson said there appears no 
fairly modern experience on which to 


Unusual Agents’ License 





DRAFTED BY THE DEPARTMENT 





Would Repeal Qualification Laws—Sim. 
plified Procedure and Better Control 
of Situation Offered 





An agents’ and brokers’ qualificatio, 
bill with unusual features was filed ip 
the Illinois legislature by Rep. George 
Fitzgerald, chairman insurance commit. 
tee. It is a department measure drafted 
by Superintendent Palmer. It reverses 
the former procedure in which a conm- 
pany nominated persons to be licensed 
and separate licenses were issued for 
each company to be represented. 

The new method is for a broker or 
agent to qualify and receive a license 
good for any and all representation, 

The bill exempts only district, county 
and township fire mutuals, and applies 
to all other kinds of insurance. 

The bill repeals the present agents’ 
and brokers’ qualification laws passed 
some two years ago, is broader in scope 
and intended to meet practically all 
problems which have arisen in adminis- 
tering these laws. 

The bill prohibits the paying of bro- 
kerage or commission to any unlicensed 
pesons, requires agents and brokers to 
represent only licensed companies, pro- 
hibits rebates and requires the license 
number of the salesman and agent to 
appear on the outside face of the policy. 


May Require Examinations 


It forbids issuance of a license to an 
officer or employe of a state or national 
bank except in towns of less than 5,000 
population. Examinations may be given 
and licenses refused or revoked for 
cause when the holder is found to be 
either incompetent or untrustworthy. 
Persons must qualify personally and 
companies can appoint only licensed 
agents. There is a retaliatory provi- 
sion. No company may issue a policy 
in Illinois except by and through a duly 
licensed resident agent. Books and rec- 
ords of salesmen, agents and compa- 
nies may be examined by the depart- 
ment in order to determine whether the 
act has been complied with. 


Other Provisions of Bill 


Applicants must be actively engaged 
in insurance. Renewal of license will 
be refused unless in the year preceding 
application for renewal the salesman 
wrote total premiums for others greater 
than the total placed on his own life, 
property or risks, or those of his em- 
ployer. Corporations and partnerships 
will not be licensed as such, but each 
individual salesman must secure a l- 
cense. 

The annual fee for an insurance sales- 
man’s license is $5. Where a company 
appoints an agent it must pay $1 fee, 
if an Illinois company, and $2 a year 
if foreign. The bill declares premiums 
to be a trust fund and they must be 
accounted for by the insurance sales- 
man. 

It is stated much insurance has been 
sold in Illinois by other than properly 
qualified and licensed agents, and not 
all branches of insurance were placed 
under the acts passed two years ago. 


Ohio State’s “Non-Can” Form 


The Ohio State Life announces a neW 
monthly income disability policy. It is 
noncancellable and is issued as a speci 

policy, but only in conjunction with life 
insurance. It provides for $10 monthly 
disability income with each $1,000 of life 
insurance. Air travel injuries are cov- 
ered. The maximum amount of disabil- 
ity indemnity is $150 monthly, while the 
minimum has been put at $20 monthly, 








(CONTINUED ON PAGE 20) 


with a minimum of $2,000 life insurance. 
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Financial Independence Is 
Attractive Phrase for Public 


BIG PRODUCTION RECORDED 





Stimulus of Week’s Effort Throughout 
Country Expected to Continue 
Business Revival 





Financial Independence Week greatly 
stimulated production throughout the 
country. While some agencies made no 
special effort and others in spite of spe- 
cial drives sold little more than normal 
business, the majority of those who or- 
ganized for the effort hung up records. 
Agencies generally were employing this 
week for a clean-up, and expect the 
stimulus of the special effort to last for 
some time. 

Some 150 agencies reporting to the 
Chicago Association of Life Under- 
writers sold $21,924,800 of business in 
the week, or an average of approxi- 
mately $140,000. 

The special drive of Indianapolis life 
underwriters netted $5,153,169 new 
business, representing 4,169 new polli- 
cies. Clay Hamlin of Buffalo, and his 
business associate, J. S. Murphy, were 
present at the closing luncheon when 
reports were received. 


Hamlin Sees Confidence 


Mr. Hamlin, who has averaged more 
than a million dollars annually for many 
years, and who sold $11,044,500 in one 
year, said the sales last week were an 
indication of returning confidence, as 
the business could not have been tran- 
sacted unless this were the public at- 
titude. 

“Confidence depends on perspective,” 
he said. “That is one reason we have 
been confused and uncertain, because 
we have not known our own possibili- 
ties. The need of a continuous per- 
formance such as you gave last week is 
greater than ever.” 

Mr. Hamlin then discussed a method 
of approach to a man of small income. 
 breacfsst in his honor was given 
Saturday. 

Indiana agents, encouraged by last 
week’s results, started out Monday with 
greatly renewed confidence. Ernest 
Crane, general agent Northwestern 
Mutual, is president of the Indianapolis 
association. 


Individual Records 


Manager Lynn S. Broaddus of the 
Acacia Mutual in Chicago reported 73 
applications for $268,000, the biggest 
month the agency has had in 20 years 
and more than 200 percent increase over 
the preceding months this year. He had 
offered to buy Panama hats for all 
agents selling over $10,000 and must 
buy 18 hats. The average app was 
$4,000. Thirty-three agents produced. 

The Equitable of New York’s Chi- 
cago agencies sold $927,444; the New 
York Life’s Chicago agencies sold 
$1,366,380; the Patterson agency of the 
Penn Mutual $339,000 on 83 lives. 

The Northwestern Mutual agency of 
Hobart & Oates wrote $549,000 on 64 
lives. The W. M. Houze general 
agency of the John Hancock in Chicago 
secured more than 100 applications for 
over $600,000. One agent made 101 calls 
in the week, 30 interviews and secured 
ten applications for $50,000. There were 
six men who wrote five or more applica- 
tions. A study of the week’s results 
shows 27 calls and 10% interviews were 
required to write an application. 

Despite the 11 weeks’ bank mora- 
torlum in Michigan, Johnston & Clark, 
general agents Mutual Benefit in - De- 
troit, wrote the largest volume of any 
week for four years. There were 72 
agents who turned in 166 applications 
for $1,111,213, the largest single policy 
being $35,000. This brings the total for 
the first three weeks of April to more 
than $2,500,000. 


wrote 51 applications for $234,700 in the 
week. A tabulation of the agents’ daily 
reports showed 54 men actively partici- 
pating and making 1,057 calls and 761 
interviews. There were applications for 
$71,000 handed in Monday of this week. 
An $85,000 case was stirred up by the 
drive, which Manager Zischke believed 
would not have been developed other- 
wise. 


Celebrates Fiftieth Year 





Boston Life Underwriters Association 
Rounds Out Its Silver Anniversary 
Year with Luncheon 





BOSTON, April 27.—The Boston 
Life Underwriters Association, the old- 
est of its kind in the United States, on 
the same day of the same month it was 
founded celebrated here the 50th anni- 
versary of its birth. 

R. B. Hull, managing director Na- 
tional association, was the guest of 
honor and spoke on the life insurance 
situation of today. H. P. Cooley, New 
England Mutual, president of the local 
association, presided at the luncheon 
which marked the anniversary exer- 
cises. Seated at the head table were 14 
of the living ex-presidents of the asso- 


December 
31, 
1932 


March 
31, 
1933 





Palas Chicago agency of the Union 
entral managed by H. A. Zischke 





ciation, including C. W. Gammons, 
president in 1900 and the oldest living 
president. 

H. H. Putnam, John Hancock Mu- 
tual, referred briefly to the organization 
of the local association in Boston and 
to the organization here three years 
later of the National association, in 
which latter event he participated as a 
reported for an insurance paper. Some 
200 new members have been added since 


Feb. 1. 


Receiver for Cosmopolitan 
Life Is Named in Illinois 





Harvey B. Hershey, official liquidator 
of the Illinois insurance department, has 
been appointed receiver for the Cos- 
mopolitan Life of Chicago by Circuit 
Judge Burke of Cook county in an ac- 
tion brought by the attorney general 
at the instance of Superintendent Pal- 
mer. A policyholders’ suit against the 
Cosmopolitan is pending in the superior 
court. Mr. Hershey has taken pos- 
session. 


Limit Receivership Actions 
OKLAHOMA CITY, April 27.—The 


Oklahoma senate has passed a house bill 


Liquidity 
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which prohibits anyone but the insur- 
ance commissioner from filing applica- 
tion for receivership against any insur- 
ance company operating in Oklahoma. 
It applies to both domestic and foreign 
companies writing any kind of insurance 
in the state. 

It further provides that if a court finds 
receivership proceedings warranted, it is 
mandatory that the commissioner be ap- 
pointed receiver and that he serve with- 
out additional recompense. If conditions 
are found to be such as to require liqui- 
dation, the commissioner may appoint a 
deputy or assistant to conduct the liqui- 
dation at the company’s expense. 

This law was proposed by Commis- 
sioner Read to prevent disgruntled stock- 
holders or dissatisfied claimants from 
instituting receivership actions against 
companies when no question of insolv- 
ency is involved. 


Revised Bill Introduced 


SPRINGFIELD, ILL., April 27.— 
Fhe Illinois department’s revised life 
eompany investment bill was intro- 
duced this week. There are some 


changes in form, the chief addition being 
a provision requiring diversification in 
investments so that too much will not 
be placed in one kind of securities or 
too much risked in one enterprise. 





Cash and U. S. Government Bonds 
$5,131,177 


10.9% of Assets 


Cash and U. S. Government Bonds 
$5,763,705 


12i% of Assets 


O. J. ARNOLD, pacsioeer 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


STRONG- Minneapolis Minn. ~ LIBERAL 
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May Have Two Classes of Policies 


LiFE companies during the economic 
stress have seen the havoc that may be 
caused by unlimited withdrawals of cash 
by policyholders, either through surren- 
ders or loans, Perhaps too much stress 
has been laid on the equities in policies 
other than real protection and yet the 
public has a right to demand more than 
simple death or disability protection in 
life insurance. Life insurance in spite 
of all the problems that have been con- 
fronting it, the moratorium and the ter- 
rific blows that it has received, still 
stands as our foremost financial insti- 
tution. 

Perhaps in the future there should be 
two classes of policies sold. No legal 
reserve company has made a success of 
writing exclusively term or pure protec- 
tion insurance. There could be a policy 
sold with limited cash and surrender 
values whereby the banking end could 
be secondary to protection and yet there 
would be something of investment in it. 
There should be created in a life policy 
a real sinking or family protection fund, 
whatever it may be called, because at 
times there are major contingencies that 
come to a household, when life insur- 
ance benefits would be of greater value 
than at time of death of the head of the 
home. Therefore it seems to us that 
we cannot get away from the invest- 


ment appeal in life insurance. It is per- 
fectly natural and is sound. 
However, the companies probably 


have gone too far in building up their 
banking departments, so called, and 
stressing surrenders and loans rather 
than the real functions of life insurance. 
Life insurance should be able to respond 
to real social and personal needs as they 
arrive but companies should not be 
called on to take the place of banks 
or appeal to those who desire to take 
out their money for speculation, all 


kinds of investments or frivolous pur- 
poses. While the investment feature of 
life insurance will always be popular 
and our present policies will be readily 
sold, yet perhaps the very exigencies of 
the times will call for a set of contracts 
that give considerably less of invest- 
ment and yet sufficient to permit the 
building up of a reasonable equity. In 
this case premiums naturally would be 
reduced. 

Life insurance is not fundamentally 
a banking business. It does have bank- 
ing features. There should be some 
safeguards that protect policyholders 
who enter a company largely because 
of protection in case of death or disa- 
bility. There should be ample provi- 
sion to halt wholesale cash withdrawals. 
Life companies should be able to meet 
all current demands out of current funds 
and not be called upon to sacrifice on 
their investments. 

If companies are obliged to be sub- 
jected to withdrawals, as they have 
been during the last few years, they 
cannot afford to invest with the same 
degree of permanency as they have in 
the past. They must confine their in- 
vestments to more liquid securities 
which will cut down their interest earn- 
ings. During very panicky times even 
government bonds sell at a sacrifice. 

Out of the welter of the present 
should be evolved some plan whereby 
the companies can function normally 
and satisfy the public. Prejudice on part 
of the public owing to the moratorium 
has been created and the good name of 
life insurance has deteriorated. Some- 
thing should be done to guard against 
these contingencies. We have seen that 
emergencies of various kinds may arise. 
We should not proceed with the thought 
that when the present depression is 
over there will not be another one. 


Strain on Liquid Capital Reserves 


We do not realize when we con- 
template the economic conditions the im- 
mense burden life insurance has had to 
bear in furnishing cash to policyholders. 
A vast amount, said to be $1,000,000,000, 
is still hoarded or kept out of working 





channels. A writer in the “New Out- 
look” in analyzing our wealth finds that 
considerably more than 50 percent of our 
individual capital reserves is in very 
non-liquid form. 

Then taking our most liquid reserves, 


PERSONAL SIDE OF BUSINESS 
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The official title of John C. Kidd, for- 
mer Indiana insurance commissioner, in 
his new capacity as representative of the 
Indiana life companies in public rela- 
tions work, is that of executive secre- 
tary of the Indiana Legal Reserve Life 
Insurance Association. Eleven Indiana 
life companies belong to the association, 
of which Harry R. Wilson of the Amer- 
ican Central Life is president. Mr. 
Kidd’s office will be in Indianapolis. 


J. L. Cole, superintendent of agencies, 
and Russell Larkin, assistant superin- 
tendent of agencies of the Connecticut 
General, are making a mid-west agency 
visit, stopping at Chicago, Peoria, IIl., 
Kansas City and Cincinnati. 


Col. John G. Maher, until recently 
president of the Old Line Life of Lin- 
coln, Neb., has been recommended by 
Senator Norris for American minister 
to the Irish Free State. 


Dr. B. B. Davis, for years vice-presi- 
dent of the Midwest Life of Lincoln, 
Neb., died in Omaha, aged 73. He was 
prominent in the medical profession in 
the middle west. 


In honor of the 20th anniversary of 
service of W. D. Owens, vice-president 
and secretary of the Lamar Life, its 
agents produced a record business April 
10-16. Mr. Owens started with the 
Lamar Life 20 years ago as a policy 
clerk. 


Henry C. Walters, dean of the Michi- 
gan insurance bar, addressed the De- 
troit Bar Association’s weekly luncheon 
last week on “Insurance Law.” Mr. 
Walters is past president of both the 
Michigan and Detroit Bar Associations. 


George T. Wight of New York City, 
manager of the Association of Life In- 
surance Presidents, who has been off 
the reservation for a number of weeks 
due to illness, is able to take short 
excursions around the block in which 
he lives up in Upper Montclair, N. J., 
on sunny days. He is leaving for a 
somewhat milder climate to recuperate. 
Mr. Wight is an energetic, faithful and 
intelligent worker and his absence from 
the office has caused deep regret. 

Miss Katherine Lewis, private secre- 
tary of Arthur C. Burnett, agency di- 
rector of the Great American Life of 
San Antonio, Tex., in addition to caring 
for her usual duties, wrote $55,000 
of life insurance in the first three weeks 
of April. 


Mrs. E. E. Reid, wife of the manag- 
ing director of the London Life of Can- 
ada, died very suddenly while visiting 
in Toronto. She was a sister of Edgar 
Jeffery, president of the company. 


President Morgan B. Brainard of the 
Aetna Life was a visitor in Chicago, 
going especially to attend a meeting of 
directors of Swift & Co., and then re- 
turning to Hartford after a short visit 
with General Agent | R. S. Edwards. 


Chester O. Fischer, St. Louis general 
agent of the Massachusetts Mutual Life, 
who is the first president of the newly 
formed Missouri Association of Life In- 








that is those that can be realized on 
without much delay, we find that less 
than 16 percent can be put in this 
category. We would place in this 
group, cash on hand, demand and time 
bank deposits and cash surrender value 
of life policies. We thus see that there 
are but three liquid reservoirs. When 
their cash and bank deposits contract 
to an extraordinary extent, then people 








have recourse to their insurance values. 








CHESTER 0. FISCHER 


surance Agents, holds the distinction of 
having been the first president of the 
Illinois Association of Life Under. 
writers in 1923, when it had five affil- 
ated associations compared to 12 today. 
At that time Mr. Fischer was stationed 
at Peoria, Iil. 


H. E. Critchfield, secretary of the 
group department in the home office of 
the Travelers since 1925, has been ap- 
pointed chief adjuster and secretary of 
all of the claim departments of the 
Travelers companies under direction of 
William Brosmith, vice-president and 
general counsel. 

Mr. Critchfield is a native of Ohio, a 
graduate of Ohio State University law 
school and a member of the bar. After 
practicing two years he became an in- 
vestigator of the Travelers claim depart- 
ment in 1910 and two years later was 
made claim adjuster at Columbus, O. In 
1914 he went to the home office as claim 
examiner in the life and accident claim 
department. When the Travelers began 
writing casualty lines in California, Mr. 
Critchfield was transferred to the coast 
to establish a claim organization for 
those lines and to take charge of all 
claim work west of the Rockies. In 1919 
he returned to the home office as an as- 
sistant to Vice-president B. A. Page. In 
1922 he was made assistant secretary of 
the group department and in 1925 sec- 
retary. 

C. C. Slaughter, president of the 
Southern Old Line Life of Dallas, got 
into the papers last week because he 
has been willed 18,000 acres of west 
Texas land as his share of his late 
father’s famous 250,000-acre “Lazy A” 
ranch. He is disposing of it in small 
tracts to farmers according to a novel 
plan, with bales of cotton being the 
medium of exchange. The terms of 
the transfer are one acre for one bale 
of cotton. Col. C. C. Slaughter, the 
father, one of Texas’ pioneers, acquired 
the great ranch 40 years ago when land 
was cheap and development inexpensive. 
His son, the president of the Southern 
Old Line Life, was a youthful cowboy 
on the ranch. Colonel Slaughter was 
the first white male child to be born 
in the Republic of Texas. He was too 
young to engage in the Civil War but 
joined the Texas rangers and engaged 
in many skirmishes with Indians. 


T. M. Riehle, associate manager 
Equitable of New York in New York 
City and vice-president National Asso- 
ciation of Life Underwriters was host 
to a number of life insurance men at 4 
buffet dinner at his home in Garden 


City. The guest of honor was William 
Alexander, secretary of the Equitable 
Life. 
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NEWS OF THE COMPANIES 





Tells of Methods Followed 


President Taylor of the Home Friendly 
Outlines Its Policy as to 
Investments 








President C. H. Taylor of the Home 
Friendly of Baltimore in making his an- 
"nual report states there is no default in 
either interest or principal in any of 
Wits bonds, real estate mortgages or 
ground rents. In fact, during the last 

three years there have been no defaults. 
He said faithful adherence to certain 
definite principles and methods govern- 
ing investment of funds is responsible 
for the favorable showing. He outlines 
these as follows: 


Tells of Method Followed 


“One of the principal requirements in 
) selecting real estate mortgages is, that 
loans will not be granted on property 
devoted to specialized purposes, neither 
» will real estate loans be made to any 
oficer, director or employe of this com- 
pany. Borrowers must also have a 
\ reasonable equity in the property of- 
\ fered as security. Loans will not be 
) granted in excess of 55 percent of fair 
‘value. The result of these simple rules 
) is that practically all real estate mort- 
gages are of moderate size, on homes 
) and with the personal element absent. 
“Requirements governing the selec- 
tion of bonds are necessarily more gen- 
\ eral and depend largely on knowledge 
of the financial condition and manage- 
ment of the issuing corporation. Gov- 
ernment bonds are selected after con- 
sidering ratio of debt to assessed valua- 
tion, ratio that assessments for tax pur- 
poses bear to value, tax rate per capita 
| debt, character of local government and 
tendency of population, growth or de- 
» crease. 
Policy on Utility Bonds 


“This company’s holdings of public 
utility bonds are confined exclusively to 
operating companies. Another import- 
ant factor given close attention is that 
of taxation. Of those bonds which are 
not entirely tax exempt, the indenture 
provides for the refund of the Maryland 
intangible property tax. As this tax is 
45 cents per hundred, it equals nearly 
one-half percent on the yield. It is 
therefore, readily seen that the actual 

| interest yield is considerably higher 

than indicated. Notwithstanding the 
good rate of return on invested assets, 
a high degree of liquidity has been 
maintained.” 

Description of holdings and the ratio 





that each classification bears to total 
assets follows: 


% 
Federal, state, county and munici- 

WOE DOMED cccccccccccvescseseces 5.92 
Public utility (electric and gas.).. 12.20 
ee Tree 3.43 
First mortgages on real estate..... 11.16 
Ground rents on city real estate... 1.54 
Real estate—home office building... 10.62 
Cash in office and banks........... 3.68 
OCERSP QSBOED ccccccccccsccccesseccs 1.45 


Joins United Life & Accident 

W. D. Haller, for the past seven 
years secretary and actuary of the 
Royal Union Life of Des Moines, be- 
came secretary of the United Life & 
Accident of Concord, N. H. He re- 
signed from the Royal Union following 
purchase of control of the company by 
T. J. McComb of Oklahoma City and 
associates. 





Reconstruction Finance Co. 
Now Owns the Detroit Life 





The Reconstruction Finance Corpora- 
tion has purchased 9,571 shares of De- 
troit Life stock owned by the Insurance 
Securities Company of New Orleans, 
which was the holding company for the 
Union Indemnity enterprises in that 
city before going into the hands of a 
receiver. The stock of the Detroit Life, 
which was owned by the Insurance Se- 
curities, had been put up as collateral 
together with other holding for loans 
by the R. F. C. The shares of the De- 
troit Life brought $100,000. It repre- 
sents 95 percent of the stock, there 
being 10,000 shares at $50 par. There- 
fore the Reconstruction Finance Corpo- 
— becomes the owner of the Detroit 

ife. 





New Detroit Company Moves 


The home office of the newly organ- 
ized Jefferson National Life has been 
removed from its temporary quarters in 
the Farwell building to 3505 Barlum 
Tower, Detroit. M. E. O’Brien, for- 
mer president Detroit Life, is president 
of the company. 


Legislation Legalizes Merger 


A bill was passed by the Iowa legis- 
lature to legalize the merger of the 
Homesteaders Life Association with the 
Golden West Life Insurance Association 
of California, the consolidated associa- 
tion to be known as the Homesteaders 
Life Association, with headquarters at 
Des Moines. 








AS SEEN FROM NEW YORK 





MUCH INTEREST IN CASE 


Insurance men are interested in the 
recent decision in New York state 
which involves 55A of the insurance law 
dealing with insurance proceeds. A. M. 
Horwitz had a $50,000 endowment pol- 
ity with his wife as beneficiary in case 
of death, or payable to himself if he 
Should survive the endowment. He 
went through bankruptcy. The trustee 
endeavored to get at the cash value and 
Mr. Horwitz contested this under the 
Provisions of section 55A. The bank- 
ruptcy referee decided in favor of the 
bankrupt and the trustee appealed to the 
district court. It has upheld the con- 
tention of the bankrupt and against the 
contention of the trustee. The court 
held that should the bankrupt at any 
time change the beneficiary for his per- 
sonal advantage or if he should survive 
until the maturity of the policy and re- 
ceive the proceeds himself, then the 
cash surrender fixed at the time the 
policyholder was adjudicated as bank- 








By R. B. MITCHELL. 


rupt should become available to the 
creditors. 
$s 
WHISPERING BILL APPROVED 


Governor Lehman of New York has 
approved the O’Brien bill, making it a 
misdemeanor punishable by a fine of 
not more than $1,000 or by imprison- 
ment for not more than one year or 
both for wilfully and knowingly mak- 
ing, circulating or transmitting any 
statement or rumor, written, printed or 
by word of mouth, which is untrue in 
fact and is directly or by inference de- 
rogatory to the financial condition or 
affects the solvency or financial stand- 
ing of any insurance corporation or 
other insurer doing business in New 
York state. 

* * * 
MERGES WITH HALL AGENCY 


The Penn Mutual Life’s Brooklyn 
agency, in charge of Joseph A. Ecken- 
rode, general agent since Jan. 4, 1907, 
























Carry On! 


The great institution of LIFE 
INSURANCE will emerge 
victoriously from the present 
cycle of hysteria just as it has 
previously weathered wars, 
depressions, panics, pandemics 
and investigations. In a few 
months we will look back and 
laugh at 1933 apprehensions. 


CARRY ON! 


The Midland Mutual Life 


Insurance Company 
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has been merged with the J. Elliott 
Hall agency in New York City. Mr. 
Eckenrode, desiring to be relieved of 
managerial responsibilities, will devote 
his time wholly to personal production, 
as associate general agent. The Brook- 
lyn offices, 26 Court street, will be main- 


tained. 
x * x 


R. M, CLARK IS N. Y¥Y. DEPUTY 


R. M. Clark, who was editor of the 
insurancé department of the “United 
States Daily,” until that publication 
ceased coming out on a daily basis, has 
been appoinied deputy superintendent 
in New York to succeed A. N. Butler, 











who has been named special deputy su- 
perintendent in charge of rehabilitation 
of the Globe & Rutgers. After the 
“United States Daily” suspended, Mr. 
Clark was associated for a few weeks 
with the legal department of the Pru- 
dential. He was formerly in the insur- 
ance department of the United States 
Chamber of Commerce. 


Plan Convention in Omaha 


The United Benefit Life and Mutual 
Benefit Health & Accident will hold 
their agency conventions in Omaha, 
Sept. 14-16. Preparations are being 
made to entertain 500 delegates. 





ntangibles 











When choosing a profession, the customary prac- 
tice is to review the possibilities of financial gain, 
the opportunities for personal promotion, and the 
stability of the occupation under consideration. 
These items are fixed and tangible; they can be 
determined with almost mathematical certitude. 
They are constantly before the public eye; and the 
average man uses thenr to locate himself in his 


life work. 


But it is the intangibles—those abstract qualities 
perpetually hidden from the five senses—that spell 
peace of mind, spiritual gratification, pride of at- 
It is the ideals—the underlying prin- 
ciples of an institution—that bring contentment and 
prosperity, loyalty, and abiding trust into the heart 
of the member. 


tainment. 


Some institutions have minds, some have power, 
some have wealth—a few have souls. 


=A MERICAN CENTRAL Lire 





INSURANCE COMPANY 
INDIANAPOLIS, IND. 


‘same district. 








LIFE AGENCY CHANGES 
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Starner Is Baltimore Manager 





Transferred From Boston Under J. V. 
Gridley by Connecticut Mutual 
to Succeed E. J. Neal 





Alfred J. Starner has been transferred 
from Boston, where he has been unit 
manager for the Connecticut General 
Life, to Baltimore, where he becomes 
manager of the Connecticut General 
branch, succeeding E. Johnston Neal, 
who has resigned. Mr. Starner was as- 
signed to the Boston office of the Con- 
necticut General under J. V. Gridley for 
training purposes, with the idea that he 
would later be assigned to the man- 
agership of the branch. Mr. Starner is 
a native of Kansas. He attended Occi- 
dental college in California and his early 
business experience was with the South- 
ern Pacific railroad and Western Elec- 
tric Company. He entered the life in- 
surance business in 1923. 





Home Friendly Appointments 


The Home Friendly of Baltimore has 
announced the following promotions and 
transfers: District Manager A. C. Zim- 
mer of Reading, Pa., transferred as dis- 
trict manager to Pittsburgh; Staff Man- 
ager D. G. Robinson of Baltimore, pro- 
moted to district manager of Reading; 
District Manager C C. Cole of Pitts- 
burgh transferred to Baltimore district 
as staff manager; District Manager H. 
A. Marshall of Ellicott City, Md., trans- 
ferred as district manager to Washing- 
ton, D. C.; District Manager J. B. Brad- 
burn of Washington, D. C., transferred 
as district manager to Ellicott City, 
Md.; Staff Manager Roy W. Jackson 
of Philadelphia promoted as manager at 
Wilkes-Barre; Manager H. R. Graham 
of Wilkes-Barre, transferred to Balti- 
more, as staff manager; Staff Manager 
C. C. Cole of Baltimore transferred to 
Havre de Grace, Md., as assistant man- 
ager; Agent Nicholas A. Guida of Phila- 
delphia, promoted as staff manager of 


John W. Dalzell 


The National Life of Vermont has 
opened a general agency in Cincinnati 
with John W. Dalzell general agent. 
Offices have been opened in the Cham- 
ber of Commerce building. Before go- 
ing with the National Life Mr. Dalzell 
was for two years assistant general 





agent for the Massachusetts Mutual in 








To the Thinking Life Insurance Men 


Hope springs eternal in the human breast. 


Through life insurance hopes are realized. 


Atlantic Life Insurance Co. 


Angus O. Swink 
President 


of America 


RICHMOND, VIRGINIA 


Wm. H. Harrison 
Vice Pres. & Supt. of Agencies 


= 
Cincinnati. H. W. Hutchins, W, 5 
Cobb and F. P. Goodwin, who hay 
been agents for the National Life ; 
Cincinnati for many years, will be x 
sociated with Mr. Daizell. 








Guarantee Mutual’s Ohio Agencig 


The Guarantee Mutual Life of Oma, 
recently licensed in Ohio and West \j. 
ginia, has appointed these general agen 
managers in Ohio: Z. F. Nowak, Cley. 
land; V. M. Callely, Cleveland; Gaul 
& Van Detta, Akron; R. L. Sebrej 
Wadsworth; Stanley Spragens, Cincip. 
nati, and C. H. Adair, Toledo. 

I. D. Wallington, formerly manager ¢ 
agencies for the Bankers Reserve Lif 
is eastern division manager, with offics 
in the Swetland building, Cleveland. 


A. S. Doerr 


A. S. Doerr, president of the Sa 
Houston Life of Dallas prior to its r. 
insurance by the Southland Life in 19; 
and since then with that company, ha 
been appointed branch manager for th 





| Southland Life at San Antonio. 





J. R. Geiger 


James R. Geiger has been appointed 
branch manager of the Life of Virginia 
at Fort Wayne, Ind. He has been sw- 
cessfully identified with life insurance 
since 1916. For five years he served a 
ome ~~ of the Connecticut Ger- 
eral 





R. S. Keltner, Roy Eaton 


The Great Republic Life has ap 
pointed R. S. Keltner and Roy Eaton 
general agents at Dallas, Tex., with 
offices at 1417 First National Bank 
building. Both are experienced life in- 
surance men, 


B. M. Stahl, J. E. Ferrari 


Brace M. Stahl, for several years 
southeastern Michigan manager of the 
Federal Life, has resigned to become 
secretary of the Great Norther 
Agency, Detroit, general agent of the 
Great Northern Life, of which R. ] 
Long and G. A. Dunagan are state 
managers. J. E. Ferrari, who has been 
Detroit manager for the Federal Liie 
takes over southeastern Michigan. 


Edgar W. Smith 


Edgar W. Smith has been appointed 
general agent of the Oregon Mutual 
Life to do special organization work 
in Oregon. He was formerly agency 
manager of the Equitable Life of New 
York for Oregon. 





Western & Southern Appointments 


J. T. Moore, Kalamazoo, Mich., has 
been appointed manager of the Piqua, 0. 
district of the Western & Southern Life 
succeeding M. B. Fuller, who has been 
advanced to division superintendent. 

The Ironton, O., branch office of the 
Western & Southern has been trans 
ferred from the Ashland territory to the 
Portsmouth, O., district. 


Life Agency Notes 

J. D. Clark has been appointed mana- 
ger of the Volunteer State Life at Nash- 
ville. 

The Great Republic Life has appointeé 
D. W. Gilkey general agent for Kern 
county, Cal., with headquarters at Bak- 
ersfield. He has been with the company 
as an agent in Los Angeles for the past 
year. 


Hooper Named Manager 


Swift Hooper, Jr., former life insur- 
ance agent of Winston-Salem, S. C., has 
been appointed general agent at Colum- 
bia, S. C., by the Mutual Benefit Health 
& ‘Accident and United Benefit Life of 
Omaha. He has been an agent and 
claim man of the Mutual Benefit sever 
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NEWS OF LIFE 


ASSOCIATIONS 





National Leaders to Speak 





President Thompson and Five Others 
on “All-Star” Program of 
Chicago Association 





An all-star program is promised for 


the April 28 meeting of the Chicago As- 


sociation of Life Underwriters. The 
speakers will be leaders in the profes- 
sion attending the mid-year meeting of 
the National Association of Life Under- 
writers in Chicago. 

The contingent is headed by Presi- 
dent C. C. Thompson of Seattle. Others 
on the program are Julian S. Myrick, 
manager Mutual of New York, New 
York City; T. M. Riehle, associate man- 
ager Equitable of New York, New York 
City, and vice-president National asso- 
ciation; O. Sam Cummings, president 
Texas Association of Life Underwriters 
and manager Kansas City Life at 
Dallas; C. O. Fischer, general agent 
Massachusetts Mutual, St. Louis, and R. 
B. Hull, managing director National as- 
sociation. 

While this will be a luncheon meet- 
ing, the program thus will be as fine as 
that of any sales congress. The gather- 
ing will be in the Hotel Sherman. 

A feature will be awarding of di- 
plomas to the graduating class of the 
Life Trust Institute by Roy L. Davis, 
educational director and assistant man- 
ager Union Central. 


x * * 
Nebraska President to Tour 
State the Week of May 15 


President Frank B. Summers of the 
Nebraska Association of Life Under- 
writers will make a state-wide tour the 
week of May 15. Ten or twelve general 
agents will accompany him. His itiner- 
ary follows: May 15, Beatrice; May 16, 
noon, York; night, Grand Island; May 
17, noon, Kearney; night, North Platte: 
May 18, noon, McCook, organization of 
association; night, Hastings. 

In the party will be Forrest Croxson, 
Omaha, representing the National asso- 
ciation; R. C. Harriss, president Ne- 
braska Life Agency Managers Associa- 
tion; W. E. Rigg, president Omaha As- 
sociation of Life’ Underwriters; W. H. 
Logan, Lincoln, past president state as- 
sociation; Franklin Mann and E. J. 
Phelps, Omaha, both past presidents of 
the Agency Managers Association, and 
Ray Edmiston, Lincoln. 

. 6 © 

Detroit—At a special meeting this 
week. the new by-laws will be discussed 
and adopted if found satisfactory, and 
the results of financial independence 
week drive will be announced. Paid an- 
nual membership will be awarded to the 
five agents who produced the largest 
number of “apps” last week. 

x * * 

Youngstown, 0.—The Youngstown as- 
sociation held its educational conference 
Saturday with addresses by C. Vivian 
Anderson of Cincinnati, president Ohio 
Association of Life Underwriters; J. S. 
Drewry of Cincinnati, general agent 
Mutual Benefit Life; E. W. Brailey, gen- 
eral agent New England Mutual Life; 
Jay Ream, general agent Mutual Benefit 
Life; Fritz Winkler, district manager 
Mutual Benefit, and John E. Gibbs, su- 
Perintendent eastern division Penn Mu- 
tual Life. Discussion groups covered 
the following subjects: Prospecting; ap- 
Proach and close; money management 
and distribution of life insurance pro- 
ceeds; taxation and legislation, and life 
insurance as property. 

_ =e 

North Dakota (Fargo)—Bright spots in 
the future for life insurance were indi- 
cated by F. L. Conklin, secretary and 
Seneral manager Provident Life, Bis- 
marck, who spoke at the monthly meet- 
ing. About 50 attended, including mem- 
bers and visitors from Grand Forks, Bis- 
marck, Valley City and Jamestown. He 
Predicted that life insurance would be- 








come an easier selling product after the 
manner in which it has stood up under 
the strain of the last three years. 

R. B. Hull, managing director National 
association, will speak May 4. 

x * * 

Lincoln, Neb.—Dr. L. M. Doreen of 
Kansas City declared at a largely-at- 
tended dinner that recent activities in- 
dicate that insurance may be the next 
line of business to be invaded by the 
government. He said the moratorium 
was decreed by the commissioners to 
stop the raid on cash resources of life 
companies. The companies had met every 
obligation and were prepared to carry 
out every contract faithfully. He praised 
the Nebraska moratorium order as a 
model. R. H. Rice, Jr., vice-president 
National Fidelity Life, Kansas City, in- 
troduced the speaker. 

A resolution was adopted thanking 
Governor Bryan for his part in securing 
the creation of a separate insurance 
bureau. 

x * * 


Toledo, O.—In observance of financial 
independence week Toledo life under- 
writers staged a one-day drive to write 
in excess of $1,000,000 in insurance and 
went well over their quota by reporting 
$1,429,000 in new policies. 

x* * * 

Spokane, Wash.—‘“Life insurance is 
money invested for future delivery to 
some one in need of it,” declared W. L. 
Miller of the Northern Life of Seattle. 
H. R. Cunningham, president Montana 
Life, was also a guest speaker. 

*- * * 

San Francisco— Despite present day 
handicaps, the San Francisco association 
on April 21 showed an increase of more 
than 10 percent in paid membership for 
the new year as compared to the same 
period of 1932. It is hoped that San 
Francisco will equal or exceed the un- 
precedented year of 1932, when the asso- 
ciation on June 30 had the largest paid 
membership in its history. 

x * * 

Wheeling, W. Va.—Terming the pres- 
ent world crisis distinctive, and predict- 
ing the United States faces a period of 
low interest rates, Dr. W. B. Bailey, 
economist of the Travelers, spoke on in- 
surance values. He described insurance 
for protection as being the most plausible 
and practical method of establishing and 
maintaining an estate. 

* * * 

Des Moines—Among the entrants in 
the contest for the oldest policy held by 
any living policyholder in the county, 
were S. W. Wilcox, 83, with a 53-year old 
policy; and Peter McCornack, 92, posses- 
sor of a 49-year old policy. 

x * * 

Birmingham, Ala.—Members of the 
Birmingham association report a 25 per- 
cent increase in business in financial in- 
dependence week. 





Holds Insurance Murder 
Funds Can’t Go to State 








The West Virginia supreme court of 
appeals, in state vs. Phoenix Mutual 
Life, has held that no insurance fund 
came into existence when an insured 
was murdered by his beneficiary-wife, 
the crime being an insurance murder. 
The lower court held that the heirs of 
Mrs. O’Dell, the murderess, are not en- 
titled to insurance, the insurance com- 
pany is not entitled to it and that it is 
without rightful owner and is accord- 
ingly escheated to the state. 

The supreme court of appeals, how- 
ever, said that the risk in question is 
one which the insured did not pay for. 
It follows that if the risk is not paid for 
and is not assumed or assumable le- 
gally by the insurer, then no liability could 
attach for the risk and no insurance 
fund would come into existence upon 
the commission of the crime. If the 
fund should be escheated to the state, 
according to the court, the state would 
profit from the occurrence of a risk, 
which its courts have pronounced ab- 
horrent to public policy and which the 
insurer could not assume. 
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Interesting Fact 
from the 
JEFFERSON STANDARD’S 
Annual Statement January 1, 1933 ! 

NEW INSURANCE ISSUED (PAID-FOR 

DD excneuscesodeccoseccccovccecoces $ 36,440,100 

INSURANCE IN FORCE.......... eeseseees 328,270,890 
PAYMENTS TO LIVING POLICYHOLDERS 

BIN BGR no cccccccccscecs eccosscccececoess GRREED 

PAYMENTS TO BENEFICIARIES IN 1932.. 2,852,580 
TOTAL PAYMENTS TO POLICYHOLDERS 

AND BENEFICIARIES ............... .. 9,240,263 
TOTAL PAYMENTS TO POLICYHOLDERS 
AND BENEFICIARIES SINCE ORGAN. 

TEE cccccccccccecccccesesces -+++++ 65,103,520 
RATIO OF ACTUAL TO EXPECTED MOR- 

Rati sila oi ceil aedins 59% 
INTEREST EARNED ON TOTAL IN- 

 & i epee 5.5% 


ACTUAL INTEREST COLLECTIONS ON 
MORTGAGE LOANS IN 1932 AVERAGE. . 
INTEREST PAID ON FUNDS HELD IN 
TEE Swadececcseccevesoucssorsesesese 


6% 
5% 


JEFFERSON STANDARD 
LIFE INSURANCE COMPANY 


Greensboro, North Carolina 


JULIAN PRICE A. R. PERKINS 
PRESIDENT AGENCY MANAGER 

















... Por over &2 years 








@ In 1851 the Massachusetts Mu- 
tual issued its first policy. From 
that day to this its constant en- 
deavor has been to furnish the best 
possible life insurance service at 
That it 
has been successful is shown by 


the lowest possible cost. 


the enviable reputation which the 
company enjoys among those who 
buy insurance and among those 


who sell it. 


MASSACHUSETTS MUTUAL LIFE 
INSURANCE COMPANY 


SPRINGFIELD, MASSACHUSETTS 
Organized 1851 





More Than Two Billion Dollars of Insurance in Force 























18 THE NATIONAL 
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Back 
of the Guaranty Life is Found 


_ The impregnable Legal Reserve System 

A strong financial foundation 

The well seasoned Iowa insurance laws 
Discriminately selected investments 

A representative Board of Directors 

An experienced Home Office management 
Modern and liberal policy contracts 

Officials who know the problems 

An enthusiastic and hard working agency force 


These constitute the very elements of permanency 
: and progressive development. Tie to a company 
i that is growing. 


Desirable agency connections avaslable in 


Iowa Colorado 
Munnesota Ohio 


} Lee J. Dougherty, President 


Guaranty Life Insurance Co. 


Davenport, Iowa 











Preferred Policies at 
Preferred Rates for 
Preferred Risks 


have been featured by this 
company since its organ- 
ization in 1907. 


Agency openings are 
available in Illinois, In- 
diana, Michigan and 
Missouri. 


BANKERS MUTUAL 
LIFE COMPANY 


FREEPORT, ILLINOIS 


Over $1,800,000.00 paid Insurance in force 
in claims since organization over $34,000,000.00 














PACIFIC COAST AND MOUNTAIN 





Agency Cost Managers’ Topic 
J. H. Cowles, Provident Mutual, Gives 
Los Angeles Club Figures on 
Old and New Business 





J. H. Cowles, Los Angeles manager 
Provident Mutual Life, spoke at the 
luncheon-meeting of the Life Managers 
Club of Los Angeles on “Agency Costs.” 
The subject was covered with reference 
particularly to the division of costs be- 
tween old and new business. As a gen- 
eral proposition he figured that 1% per- 
cent is a reasonable amount to pay for 
taking care of old business, that is, 1% 
percent of renewal premiums, although 
he remarked that some of the larger 
agencies are making their collections for 
considerably less. As to acquisition cost 
for new business, $3 per $1,000 was con- 
sidered a conservative estimate of this 
expense in a fairly good sized agency, 
to be charged against such business. 

Mead H. Horton, president Life Un- 
derwriters Association of Los Angeles, 
gave a report onFinancial Independence 
Week. 


Vial Now Oregon Mutual’s 
Los Angeles General Agent 


Nat S. Vial is appointed general agent 
for the Oregon Mutual Life at Los 
Angeles to fill the vacancy caused by 
the resignation of H. H. Owens, who 
desires to devote his attention to per- 
sonal production. 

Mr. Vial is a native of Illinois, a 
graduate of the University of Illinois 
and was an assistant professor in the 
Iowa State College at Ames. He gave 
up educational work to enter the life 
insurance field as an agent of the State 
Mutual Life. He was promoted to sup- 
ervisor and later was made assistant 
general agent in the Chicago office. In 
this capacity he had entire charge of 
new organization work, employing new 
men, teaching and training them in the 
field. 











Form Legion Insurance Post 


Insurance Post 404 of the American 
Legion is being organized in San Fran- 
cisco, its charter membership of 42 com- 
prising insurance company employes and 
brokers. F. A. Stuckey, manager claims 
department Fireman’s Fund group, is 
acting commander with Howard Arm- 
strong, his assistant, as acting adjutant. 

At a pre-organization meeting April 
21 F. N. Belgrano, Jr., president Pacific 
National Fire, and Stephen Malatesta, 
insurance broker, were the principal 
speakers. Both have been active in 
legion work nationally for many years, 
Mr. Belgrano being a candidate for na- 
tional commander last year. 

, Bruning, insurance broker, pre- 
sided at the meeting, appointing F. W. 
Bland, Pacific Coast manager of THE 
NATIONAL UNDERWRITER, as chairman of 
the membership committee for life men. 
The next meeting will be held on May 4. 


Crandall with West Coast 


The West Coast Life has appointed 
R. D. Crandall southern California 
group supervisor, with headquarters at 
the Los Angeles branch office. He was 
formerly with the Crescent Brokerage 
Company of Los Angeles as manager 
of its life department and has a wide 
experience in the writing of group in- 
surance. Before going to California he 
was insurance manager for the Utilities 
Power & Light Company of Chicago. 


“Robertson” Bill Tabled 


After a conference between a group 








of San Francisco life underwriters and 
the author of the bill, the senate bill 


patterned after the Robertson lay 
Texas was tabled by its author 
meeting of the senate insurance 
mittee. A large delegation of life m 
from San Francisco, Los Ange 
Fresno, Stockton and other points we 
to the state capital to attend the cg 
mittee’s hearing on the measure jy 


proposed bill the expected acrimonicg 
debates did not materialize. 





Gilfillan Blue Goose Speaker 


ern States Life presented “The Case 

Life Insurance” before the San Fre 

cisco Blue Goose April 24. 

May | Licensing Date for 
Companies in Wisconsin 





than a majority of the insurance con. 
panies which operated in Wisconsi 
last year will be licensed May 1, Con 
missioner Mortensen stated in answe 
to a question prompted by the fact tha 
the Wisconsin department required 
market value statements. To give th 
auditing staff an opportunity to pass m 
all phases of each company’s activity 
the time for licensing the companie 
was delayed until May 1. 

“By that time this department will k 
in a position to tell what companies 
have qualified,” Mr. Mortensen said. “! 
know that more than a majority of th 
companies have already qualified. Ther 
are a few companies which have not ye 
met the standards of the Wisconsin law 
as to capital and reserve. Those con- 
panies will not be licensed May 1. But 
there are only a few of them and even 
some of these may be able to qualify 
by the additions of new capital.” 





Round Table for Ad Men 


The spring round table of the Insur 
ance Advertising Conference, life div 
sion, will be held in the Hotel Pennsy! 
vania, New York, May 3, K. H. Mathus, 
chairman of the life group, announces 

K. R. Miller of the Life Insurance 
Sales Research Bureau will be chairman 
After informal discussion, luncheon wil 
be held in an adjoining room and the 
group will reconvene for the afternoon 
discussion. 

The round table discussions will fol 
low the general theme of: What's ne¥ 
today in sales promotion, direct mail 
sales plans, conservation, consumer a¢- 
vertising, etc. Particular emphasis 1s 
be placed on what companies are now 
doing to meet current conditions. 

An exhibit of current advertising ané 
sales promotional material will featur 
the meeting. All those interested ™ 
life insurance advertising and sales pre 
motion are invited to attend, the only 
restriction being that each individu? 
must be a salaried member of a life * 
surance company. 


Union Central Life’s Record 
The Union Central Life’s share of the 
total business written in March, 19% 
showed an increase of 10 percent over 
February and 13 percent over Marc’ 
1932. 


Illinois “Robertson” Bill Killed 

The bill introduced in the Illinois wl 
islature similar to the Robertson - 
in Texas requiring life companies to 4 
vest three-fourths of their go . 
serves in Illinois securities has — 
definitely postponed by the sé 
insurance committee. 

pero 

The Minnehaha Benevolent Associ 
tion has been organized under enche 
Dakota laws with Harley Hayes, P  siout 
Hayes and S. J. Bathgate, all o 








Falls, as incorporators. 
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April 28, igi 


owing to the agreement to table gp 


R. J. Gilfillan of the California-We.f 
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The New and Origina! Answer 

to the Demand for Life Insur- 

ance with Disability Income 
Benefits 


Let Us Tell You About It 


4, 
THE PROVIDENT 


Life and Accident Insurance 
Company 
CHATTANOOGA, TENNESSEE 
Established 1887 











ik you want— 


—Unrestricted Territory 
—Vested Renewals 

—Agency Building Opportunity 
—Home Office Co-operation 


then you want 
the 


square 
deal 


Agency Contract 





as issued by 









Insurance Company 
Madison, Wisconsin 
Openings in Wisconsin, Min- 
nesota, lowa and Ohio 

USE THIS COUPON! 


C. M. Kremer, Agency Supt. 
National Guardian Life Ins. Co. 
n, Wisconsin 


I would like details of your square deal 





Name 


Address 
City 
State 


teense 
COP eeeeeseseseseseeeeeseeses 





Discusses Changes 
in Company Plans 


(CONTINUED FROM PAGE 2) 


ing reduced incomes to agents? What is 
their relative importance? 
2. What are the principal causes of 


the decreased production from old 
agents? How much of such decrease is 
preventable? 


3. Can we hope to keep agents’ earn- 
ings somewhere near the 1929 level? How 
near? By what means? 

4. What is the relation of agents’ 
earnings to the question of pushing the 
sale of low rate policies? 

5. Are we justified in increasing ad- 
vance accounts or otherwise subsidizing 
experienced agents in order to “maintain 
the organization”? Does such a plan as- 
sume that “conditions” will be much bet- 
ter before very long? 

6. What percent of experienced agents 
(inducted before 1930) have the ability 
to succeed under present conditions? Do 
the figures for new agent production 
indicate that many old agents are just 
fair-weather sailors and should be elimi- 
nated? 

7. What methods can be used to weed 
out the men who lack capacity? 

8. What have time-control plans con- 
tributed to the problem? 

9. Do we need better sales tools, 
ter presentations, better sales plans? 


bet- 


New Organization and Development 


3 p.m. What should a company’s new 
organization and agency development 
program be? 

1. Should a company open new agencies 
today? Under what circumstances? 
Where? 

2. Should any new organization be at- 
tempted in present agencies? 

3. Under what circumstances should 
agency managers be encouraged to give 
more time to personal production? 

4. Is more financing of new agents 
done, or less? Can agencies be built to- 
day without financing? 

5. Can a better quality of agents be 
recruited today? 

6. How do the earnings of new agents 
today compare with new agent earnings 
in 1928 and 1929? 

7. How does the quality of new agents’ 
business compare with that of former 
years? 

8. Do training plans need to be re- 
vamped? Are present systems too ex- 
pensive? What are the characteristics of 
a good training plan under present con- 
ditions? 

9. Should we go back to the old sys- 
tem of wholesale hiring, little training 
and no supervision? 

Summary by H. G. Kenagy. 


Second Day 


9:30 a.m. How Are Companies Saving 
Money? 

1. What records are being kept on 
agency department costs? 

2. How are companies reducing the 
overhead paid to agencies? 

How is expense-mindedness secured 
in the company? 

4. Are companies making agents bear 
part of their training costs? 

How are traveling expenses being 
reduced? 

6. Are companies withdrawing from 
inactive or non-productive states to re- 
duce costs? 

7. How are companies effecting sav- 
ings on medical fees? 

Summary by L. J. Doolin. 


Afternoon Session 


2p.m. Relations With Policyholders. 

1. Are present conditions materially 
affecting the volume of renewal pre- 
miums paid in cash? 

2. What will happen when the mora- 
torium. is lifted? 

Before the moratorium is lifted, 
should a company give all its policyhold- 
ers some word as to the stability of life 
insurance, by mail or personal calls? 

4. What can and should be done to 
equip managers, agents and cashiers to 
answer inquiring policyholders? 

5. Are policyholders a good or poor 
source of immediate new business? 

6. It this a good time to stress the 
quality of new business? 

Are companies justified in declining 
to issue business of a type known to re- 
new poorly? 

Summary by 8S. G. Dickinson. 





The State Farm Life of Bloomington, 
Tll., has been licensed in Oklahoma. Cole- 
man & ge of Pauls Valley have been 
appointed special agents. 





Morale of Agents 
Must Be Regarded 


(CONTINUED FROM PAGE 2) 


the number of your agents you will see 
how important the problem is. 

“I think that if this general idea be- 
comes part of the religion of the men 
who handle applications, the question of 
involved systems sinks into the back- 
ground.” 

Mr. Adam described the work of the 
service division, a sort of liaison organi- 
zation to foster this cordial relationship 
between the underwriting department 
and the field. He said he believed it 
better to handle the problem in this 
way by a specialist, as it is not always 
possible or desirable to have underwrit- 
ing clerks have the agent’s angle too 
strongly in mind, but it is comparatively 
easy for a specially trained service or- 
ganization, not responsible for mortal- 


ity, to take care of it. 
This service organization acts as a 
clearing house for requests for addi- 


tional information, so the agency is not 
bothered by several different requests 
on the same application. 

To eliminate delay on cases not issued 
the same day they are received from the 
underwriter such applications are tagged 
with a red slip, and these must be han- 
dled the following day before any later 
cases are put through. A special letter 
is written to the agent on every declined 
or limited case, explaining why such 
action was necessary. As Mr. Adam ex- 
pressed it, the basic aim of the service 
division’s work is to “put salesmanship 
into underwriting.” 


Describes Handling Applications 


new business man- 
Hall agency of 


H. O. Rasmussen, 
ager of the J. Elliott 


the Penn Mutual Life in New York 
City, dealt with the handling of the ap- 
plication before it leaves the agency. 


He emphasized the value of the agency’s 
voluntarily getting additional informa- 
tion that experience indicated the home 
office would ask for. 

The meeting Monday was conducted 


by Secretary J. B. Slimmon of the 
Aetna Life. 
Other speakers were G. E. Rogers, 


Jr., Prudential; H. J. 
secretary New York Life; Phelps Todd, 
vice-president Provident Mutual; D. L. 
Brush, Connecticut General; L. Z. Rich- 
ards, life department supervisor Aetna 
Life; Miss Marion A. Bills, assistant 
secretary Aetna Life, and H. D. Pren- 
tice, personnel department of the same 
company. 


Becker, assistant 





Illinois Department Wants 
All Policy Contracts Filed 


Superintendent Palmer of Illinois has 
directed every insurance company or 
organization of every kind authorized to 
transact business in the state to file im- 
mediately with the department a copy of 
every policy being issued in the state. 
All contracts will be carefully examined 
in order to determine whether they are 
in accordance with the law and whether 
they are fair and equitable. 

In the absence of standard policy laws, 
which definitely fix by statute the terms 
of policy contracts, it has been found 
that some companies are offering con- 
tracts in the state which should be cor- 
rected. Present powers of the depart- 
ment are said to be broad enough to 
accomplish results, sought to be attained 
by this ruling. The use of any policy 
which has not been approved by the 
department will not be permitted. 








Prudential 


A typographical error appears in the 
amount of insurance in force at the end 
of 1932 as shown for the Prudential in 
the annual statement section of the 1933 
Little Gem Life Chart, page 671 in the 
western edition and page 479 of the east- 
ern edition. The amount is shown as 
$16,305,052,990 and should be $15,305,- 
052,990. 








50,000 Coaches Can’t 
Be Wrong! 








It takes sixty minutes to play 
“the big game.” It takes six 
months to prepare for it— 
long hours of study and 
preparation of plays during 
the summer months; hard 
intensive drill from mid- 
afternoon until dark, all 
during the playing sea- 





















son ; expensive scouting 
trips, to determine the 
calibre of the oppon- 








ent. Coaches never 
leave a stone un- 
turned; and life 










insurance men 
should not. Part 
of the job of 
Comm on- 
wealth’s Cor- 
dial Co-op- 
eration 
is to 










help the agent 


prepare for his 






opportunities ; to 






put all weapons at 






his finger tips. It is 





based on the theory 






that the game is worth 






winning even at the 






cost of some previous 





personal application. Nat- 






urally, it is a two-way co- 






operation that requires hon- 






est effort from both parties ; 





but it does bring results. A 





card will bring full informa- 


tion. 
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LOUISVILLE, KY. 
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» PURE 
PROTECTION 
LIFE INSURANCE 


Estimated Average Annual Cost for Whole Life Policy over Period of 
Twenty Years based on Actual Experience Past Ten Years. 


Age 40—$15.41 


Per $1,000 of insurance 
Reduced to this figure by an earned dividend. 


No Cash Demand Liabilities 


except advance premium payments 
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Excellent Opportunity for Salesmen 
Operating in Illinois, Michigan, Indiana and Missouri. 


NTERSTATE RESERVE 


LIFE INSURANCE 
COMPANY 
Mutual Legal Reserve Life Insurance 
Ten East Pearson Street CHICAGO Phone Superior 1714 














If you want to represent 
a company offering... 


quick service 

fair dealing 

personal attention 
active help 

home office cooperation 
attractive policies 
practical suggestions 


you need not look farther. The Shenandoah 
Life offers all these attractive features. 
Write Charles E. Ward, Agency manager. 


W. L. ANDREWS 
Sec’y-Treas. 


E. LEE TRINKLE 
Vice-Pres. 


R. H. ANGELL 
President 


SHENANDOAH 


LIFE INSURANCE COMPANY 


ROANOKE, VIRGINIA 




















Agents Take Hope 
in Inflation Move 





(CONTINUED FROM PAGE 1) 


rally will go down at about the same 
rate that it went up, although it may 
not go so far down as it was.” 

Most of the doubt centers around the 
possibility of keeping any form of in- 
flation under control. Some believe that 
the inherent nature of inflation makes 
it impossible to control it until it has 
run its ruinous course. Some believe it 
might be possible to keep it within the 
desired bounds but doubt the adminis- 
tration’s ability to do so. Many believe 
that it will work out with the salutary 
effects hoped for by its sponsors. 


State Restrictions Beneficial 


State loan restrictions will ease the 
situation of companies if inflation or the 
prospect of it leads to a wild stock mar- 
ket boom. Since life companies receive 
and pay out dollars their situation will 
be little affected by the dollar’s purchas- 
ing power, but many of them might be 
put in embarrassing position if policy 
loan demands were increased by a flood 
of policyholders who wanted to get into 
the stock market. With this con- 
tingency taken care of, the effects of a 
moderate, controlled devaluation of the 
dollar should be beneficial. 

England’s experience has shown that 
fixed-income securities are not greatly 
affected by such an inflation. Properties 
taken over under foreclosure should 
show a better yield and should appre- 
ciate in value sufficiently to be sold at 
a figure which would allow the company 
a profit or at least enable it to break 
even. 


Higher Mortality Expected 
from Legalization of Beer 





(CONTINUED FROM PAGE 12) 


go and underwriters must apply judg- 
ment based on the old experience. 
Reinstatements also were discussed. 
Mr. Brown said a policy should not be 
reinstated merely because the applicant 
formerly was a policyholder. Habits 
may have changed radically. He may 
drink to excess. There may be domes- 


tic strife. The financial situation is 
vital. Mr. Brown finds many cases of 
attempts to reinstate a policy after 


declination elsewhere for new insurance. 
Annual Election Held 


He said every reinstatement should be 
underwritten as carefully as for new in- 
surance. In this Mr. Johnson agreed. 
The latter said in many cases it was 
found a policy had been taken to pro- 
tect a creditor. Assigned policies should 
be watched. The policyholder may be 
hopelessly insolvent. It is difficult to 
rate such risks, for the man would pay 
almost any rate under such circum- 
stances and would be a very bad risk. 

Mr. Johnson was elected president, 
succeeding W. O. Morris, North Amer- 
ican Life. Ralph Booth, statistician 
Chicago branch Travelers, was reelected 
vice-president, and J. A. Roberts, Con- 
tinental Assurance, reelected secretary. 


Effect of Inflation Plans 
on Life Insurance Reviewed 


(CONTINUED FROM PAGE 1) 


they could not be sold without loss. 
With the new prices the companies will 
be abundantly able to meet all demands, 
but better yet, the demands will dwin- 
dle away. 

Some think the insurance commission- 
ers plan on a long moratorium. They 
have committees out that will only re- 
port in June. If inflation remains a 
promise until that time, the moratorium 
may continue into the fall. But if it be- 
comes a fact as soon as Premier Mac- 
Donald gets back to London, or sooner, 


—=: 


the speculative crisis will reach its pey 
the new values will reach their |e, 
and the whole country will be floati, 
on adequate prices. 

The President “in person” has be 
quoted as intending to restore the pric, 
of 1929. This could hardly be done }, 
mere inflation, without prices goin 
above 1929 when business gets unj 
way. The prices of 1929 may be ty 
ultimate aim, and may be achieved 
reasonable time. 

The “mechanics” of relief through jp. 
flation have hardly been touched yp 
by any writer. No form of inflation ; 
any good except as it revives trade, |p. 
flation cannot help debtors except } 
reviving trade. 


Trade Will Seek Proper Level 


The only need for inflation is to mak 
absolutely sure that prices will not \ 
forced any lower. With that assuranc, 
trade will take care of itself, prices yij 
rise of their own accord from the eng. 
mous piled up demand, unemploymey 
will drop and return to normal, and 3 
business activities will be restored. By 
to establish such absolute assurance, jp. 
flation must be sufficient to refloat th 
debtors and end distress selling. 

Paper money inflation can reviy 
prices, but it cannot restore healthy 
trade. Normal trade depends on long. 
term commitments, but these cannot 
entered into when the currency value j 
uncertain. Gold inflation is not only in. 
stantaneous, but it is certain. It alter 
the measure of value, but the new mea. 
ure may stand for another century, 
surely till after another great war 
Traders can make their commitments 
without fear, and if the President's ne. 
gotiations succeed, they can make them 
throughout the world with the same a- 
surance as in this country. 

Gold Has Intrinsic Value 

What seems never mentioned is that 
gold is a commodity with an_ intrinsic 
value of its own. When a government 
coins money all it does is certify the 


My 


weight. It is the gold, and not the gov- 
ernment stamp, that gives the coin 
value. This is particularly illustrated 


in the bar gold that has driven out coins 
in large transactions. The government 
stamp certifies the fineness, but the bars 
are weighed on delivery. Even gold 
coins are weighed in large transactions 
and it is the weight, not the number o 
coins, that is taken as the number of 
dollars and cents in a sack of gold. 

Gold inflation can be easily illustrated. 
Suppose wheat were the medium of ex 
change and a bond read “1,000 bushels 
of wheat” instead of $1,000. If the gov- 
ernment decreed that the debtor could 
pay three pecks instead of four, it would 
be the same as devaluing the gold dol- 
lar by 25 percent. Obviously it is easier 
for a debtor to get hold of three pecks 
than four, and that is the way gold in- 
flation helps debtors. 


“Time Saver” Shows Change 
in Accident-Health Policies 





(CONTINUED FROM PAGE 9) 


indemnity limitations apply to a single 
claim only, others are cumulative in ef- 
fect. Only an exact knowledge of the 
aggregate indemnity provision enables 
the agent to interpret the policy cor- 
rectly. A complete showing on riders 
and the rates charged for their use 1s 
included in the Time Saver, informa- 
tion which enables the agent to identify 
the policy or coverage held by a pros- 
pect or client. Elimination period rates 
are shown in detail for both accident and 
disability policies. The Time Saver at- 
alysis also shows for each policy what 
form of Standard Provision 1 is used. 
the prorating or non-prorating: the 
terms of Standard Provision 10 and def- 
nite statements on whether or not 
Standard Provisions 16, 17 and 19 are 
included. 

A policy names index and an expla 
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15 pages make it easy to get the great- 
est value possible out of the informa- 
tion in the Time Saver. There are 684 
pages in the 1933 edition, printed on 





ach its Deak 
their leve 
be floating 

























































.” has : . ‘ 
re the Ps Bible thin paper and bound in flexible 
be done jy red keratol. 
rices Roig y 
gets ungf’ Pertinent Ideas Presented 
nay be ¢ . 
achieved © at St. Louis Sales Congress 
honey tt (CONTINUED FROM PAGE 3) 
u : i 
inflation ; ing about three times as much life in- 
; trade, Ip. surance as the annual income. He 
except by warned against over selling, saying that 
personally he gets farther by gradually 
Le building up a client’s life insurance line. 
vel ~ th ; 
. “Constantly selling keeps an agent sales 
1S to mak minded and the small cases help to that 
vill not i ie end.” 
assurance Mr. Stelar confessed that he violates 
Prices wij one of the principles dear to the heart 
1 the eng. of efficiency experts by not getting down 
mploymen to his office early. “There is too much 
lal, and al grief waiting there for me,” he said. 
tored. By “When I leave the house in the morn- 
urance, ip. ing I first call on several prospects and 
refloat th do not get to the office until after noon. 
ng. I don’t want to start the day with a lot 
an revive of worries to spoil my sales enthusiasm.” 
re healthy Scott Smith, Massachusetts Mutual 
+ ON long. 
cannot 
-Y value js 
ot only in OPPORTUNITIES 
It alters 
new mea. District Managers 
century, 
reat war. and 
amitments 
dent’s nm. General Agents 
lake them 
same as- na 
” desiring an excellent contract 
_ with an old established New 
Te England life insurance com- 
intrinsic pany writing all lines of life 
a and accident and health poli- 
orti y e . . . 
- the gor- cies should investigate the op- 
the coin portunities existing with this 
pomp company. If you reside in the 
ins “e & : 
versuee States of Michigan, Ohio, Illi- 
the bars nois, Indiana, Iowa, or West 
= = Virginia, your application will 
snher d be given our immediate con- 
amber of sideration. Write today giving 
rold. full particulars addressing 
lustrated. x 
nde your letter to Box No. X-37, 
) bushels . , 
the gov- The National Underwriter 
or could 
it would + RSS AEE 
old dol- 
is easier 
ee pecks 
gold in- 
ange No Quibbling 
olicies Life insurance has grown to gigantic 
proportions, because of its utility and 
the absolute assurance on the part of the 
policyholder that the policy terms will 
9) be carried out. 
: While accident and health insurance has 
a single a utility as great, the complexities of its 
e in e- westeup — a to the ~ 
, have not, in the past, given that 
of the Same assurance that the claim will be 
enables aid with no quibbling. 
> Cor Vith our new contracts, however, this 
cy difficulty is ended. 
1 riders Send in the coupon for further infor- 
use is mation, 
iforma- 
dentify INTER-OCEAN CASUALTY 
2 pros- 
d rates COMPANY 
ent and Executive Office 
ver al- CINCINNATI-ONIO 
y what } 
; used, Inter-Ocean Casualty Co., { 
:: the | American Bids.., Cineinnatl, Ohle. 
d defi- { nn. cL. jafermetion regarding your acci- | 
yr not | 
19 are | I | 
, | MUM ith chien dikieibiidebedorsdenuvdteuunieele’ | 
expla- 
vering | SESE SRE re neanesbonennens N.U. | 














Life St. Louis agent, who since Jan. 1, 
1933, has sold $407,000 of insurance on 
44 lives, discussed his “Selling Plans for 
1933.” Whatever success he has at- 
tained, he said, is due entirely to so or- 
ganizing himself that he was able to 
learn his own weaknesses and overcome 
them. He said that he is in the life in- 
surance business because he likes it, 
coming from an insurance minded fam- 
ily. Thought, discussion and action are 
necessary for any successful selling 
plans, he continued. Mr. Smith is a 
firm believer in advertising. 
“Personally, I believe that 75 percent 
of selling success is due to preparation 
and 25 percent to hard sense,” he con- 
tinued. “Last fall, I was disappointed 
with my results in life insurance. I be- 
lieved that if I set a goal I might be 
able to attain it.” His general agent 
Chester O. Fischer, suggested he try 
Clay Hamlin’s plan for organized serv- 
ice and he has been using it ever since. 
Time Is Greatest Thing 


“The value of time is the greatest 
thing in life insurance business,” declared 
Mr. Smith. “You must budget your 
time to earn money. I plan my pros- 
pecting a month in advance. I not 
only know the prospects that I am going 
to call on but I also know what I am 
going to say when I see them. 

“In selling a man life insurance I al- 
ways talk language that he can under- 
stand. I answer his questions clearly, 
repeating the question so that there can 
be no misunderstanding. I believe that 
most life insurance men talk too much. 
So I make the client talk by asking me 
a lot of questions. I don’t believe in 
organized sales talk but I do believe in 
an organized approach and close. The 
day of high pressure selling is gone. 
High pressure sales may still be made 
but in my opinion they won't stay. The 
insurance buyer today wants facts. If 
you are able to present him the infor- 
mation he wants he will have confidence 
in you. You must inspire his confi- 
dence in you and in the business we are 
in. I am a very strong believer in the 
programming of life insurance and in the 
audit service. Personally, I get every- 
thing new I can possibly get. You must 
keep up to date if you desire to 
progress.” ; 

In his public address the night of the 
congress, Dr. S. S. Huebner, University 
of Pennsylvania, urged the creation of 
dividend, unemployment and life insur- 
ance funds to defeat future depressions. 


A. L. U. Receiver to Be Asked 








Ohio Department of Commerce Asks 
Attorney General to Take Action 
Against Fraternal of Columbus 





The Ohio attorney general has been 
asked by the state department of com- 
merce to institute proceedings in the 
Franklin county court of common 
pleas, Columbus, for the appointment of 
a receiver for the American Insurance 
Union, the fraternal benefit society. Of- 
ficers of the fraternal were reported this 
week to have consented to appointment 
of a receiver. 

The American Insurance Union is 
separate from American Insurance 
Union, Inc., which, it is stated, is finan- 
cially sound. The receivership may in- 
volve the ownership of the A. I. 

Citadel in this city. According to re- 
ports, there are about $1,250,000 in un- 
paid death claims against the American 
Insurance Union, fraternal. It is as- 
serted that the organization’s financial 
troubles may be traced largely to its 
heavy investment in the Citadel. It is 
understood that the fraternal still has 
about 2,500 policyholders. At one time 
it had as many as 80,000. Many of 
these converted into policies in the legal 
reserve company. The American In- 
surance Union was organized in 1894 
with the late John J. Lentz as founder. 
At one time it had 1,000 lodges and a 





membership of 150,000. 


Previous actions for receivership have 
been brought by policyholders, but the 
fraternal was able to stave them off. 
Attempts have been made to cause the 
A. I. U. to liquidate its obligations by 
paying death claims in installments, but 
the fraternal kept getting farther be- 
hind. The difficulties of the A. 1. U., 
caused it to be known among insurance 
men as the I. O. U 


Marshall Takes Berkshire 
General Agency at Newark 





The Berkshire Life has appointed A. 
W. Marshall of A. W. Marshall & Co. 
of Newark as general agent. 

He entered the general insurance 
business in 1920 with Woodward & Wil- 
liamson in Jersey City, with whom he 
still maintains his connection. 

On April 16, 1923, he moved to New- 
ark and opened up a general insurance 
office, A. W. Marshall & Co. Mr. Mar- 
shall is expanding his insurance agency 
to include a life department. He has ap- 
pointed O. J. Hebel as manager of the 
department. 

In 1904 he went with the Penn Mu- 
tual as clerk in the actuarial department 
and was employed in the home office in 
various capacities for 18 years. In 1922 
he was transferred to Newark, as office 
manager, under General Agent C. F. 
McCord. After the retirement of Mr. 
McCord he took full charge of the of- 
fice, which he managed for three years. 
Since that time he has been employed 
as supervisor of agencies. 


Oklahoma Income Tax Passed 


OKLAHOMA CITY, April 27.— 
Oklahoma’s new income tax law, passed 
by the present legislature, although not 
carrying the emergency, may be sub- 
jected to a referendum. In any event, 
it will not become effective until 90 days 
after sine die adjournment of the legis- 
lature. Its effect upon insurance com- 
panies has been analyzed by F. E 
Young, formerly assistant insurance 
commissioner, The normal tax is: One 
percent of the first $2,000 of the amount 
of net income; 2 percent of the next 
$2,000 net income; 3 percent of the next 
$3,000 of net income; 4 percent of the 
next $3,000 net income; 5 percent of the 
remainder of such net income. 


Joins State Teachers Mutual 


Jack Millard, formerly general agent 
of the Gulf States Life at San Antonio, 
has been appointed southwest Texas 
supervisor of the State Teachers Mu- 
tual Life of Dallas. 


—__—_————— 





SELLERS 


under present 


conditions. . 


A COMPLETE LINE 
OF ANNUITIES 


Complete Coverage 
Combination Policy 


Life Insurance 
Accident & Health Insurance 
Old Age Benefits 


ALL IN ONE CONTRACT 


Abraham Lincoln 


Life Insurance Company 
Springfield, Illinois 
H. B. Hill, President 














CLAY W. HAMLIN 
“DEFINITIZER” SYSTEM 
Manual for the manager on Mr. Hamlin’s 
~~ time Se and 3 copies of 
Insurance R & R Service 
Indianapolis, Indiana 
@ SELL Accident and Health 


Insurance 
The Accident and Health Review 


tells you how, gives you new sales ideas and sug- 
gestions, latest news, court decisions, etc., etc. 
Send 8c in stamps for sample copy to A-1946, 
Insurance Ex e, Chicago. 























OPPORTUNITY! 


Desirable Territory Open for General Agencies. 
Liberal Contracts. 


THE CAPITOL LIFE 


Insurance Company 
DENVER, COLORADO 
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General Agency 
Contracts 
available at Cincinnati, 
Ohio; Columbus, Ohio; 
Toledo, Ohio; Erie, Pa.; 
Harrisburg, Pa.; Detroit, 














Michigan. 





TRIPLE INDEMNITY LIFE INSURANCE 


with Weekly Accident Disability 


in One Contract for One Premium 


UNITED LIFE 
and ACCIDENT 


INSURANCE COMPANY 
United Life Bldg., Concord, New Hampshire | 


Inquire 
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C ooperation 
that produces results 


| grey acteatoe a of the State Life of Illinois are inspired by 
the increased business secured through the enthusiastic co- 
operation of our Policyholders. 

A cooperative plan that produces prospects, resulting in a 
higher average of business per call enables our representatives 
to earn a steady income. 

Limiting its operations exclusively to its Home State (Illinois), 
has resulted in economies of management which enables the 
Company to offer direct Home Office connections to experi- 
enced producers who desire maximum commissions first year 
and renewal. 


Inquiries regarding agencies in the following cities in Illi- 
ced] nei are invited: Freeport, Sterling, DeKalb, Springfield, hon 
Danville, Quincy, Centralia and Alton. 






































Girard Life Insurance Company 
Philadelphia, Pa. 


Has excellent General Agency openings 
in Ohio, Pennsylvania and Michigan 
Generous first year and renewal commissions. 
Low net cost policies. 

We seek General Agents of high character and ability, who are will 
ing to devote efforts to building a real General Agency. 
When writing give us a fair word picture of yourself and your insur- 
ance experience. 


Your correspondence will be treated confidentially until 
such time as we have your permission to make inquiry. 








































Rockford Life Has a Message for You 


President F. L. Brown 
Rockford Life Insurance Co. 
Rockford, Illinois. 


It Concerns Contract Direct 


With The Company 












Dear Sir: 
SEND ME THE MESSAGE 
Name .ocsseeeeeeee See ee ee eeeee neon eeee nena esse ee eee seen ee eeeeeeeeeeneeeeeeeeeneseesseseeseeeesene 
Addrese ....cecscccccccees PIITITITITITITTTTITTTiTTTTiTiitiTiittiiiiiTiiiiiitit titre 
CRY... cccccccccsee seeeee teeecccccccccccccscccccccccecccseeces DMRCsccccceccccscccrsocsccssesceees 
_—————————————————_—_—_—— —a ——"> — 



































Near Impasse in 
Illinois Life Case 





(CONTINUED FROM PAGE 3) 


per proposal was for the setting up of 
$1,250,000 new money to tide over until 
cash could be realized on frozen assets. 
It was objected that the Kemper con- 
tract would mean this new money 
scarcely would be at risk, but that in- 
stead policyholders would be burdened 
with a heavy loan at 5 percent interest, 
in addition to $75,000 management ex- 
pense to be paid the Kemper group, a 
proposed $92,000 officers’ salary bill and 
operations expense upon which no 
limitation is set. 


Exorbitant Fees Disproved 


What promised to be a sensational 
development regarding rumored exorbi- 
tant fees for arranging the deal was 
passed over as unimportant when At- 
torney Stansbury representing one group 
asked counsel for Mr. Kemper if it were 
true a $250,000 fee was to be paid sev- 
eral intermediaries headed by R. T. 
Smith of the A. M. Best Co., if the deal 
went through, and was shown a signed 
agreement calling for $25,000. This sum 
included the fees of a special counsel 
and an actuary. Mr. Stansbury agreed 
the rumor must have been false. 

The primary purpose in writing the 
agreement, it was explained by Donald 
Defrees, of counsel for Mr. Kemper, and 
Receiver Davis, was to provide maxi- 
mum insurance and cut down expense 
to the minimum. Mr. Defrees said un- 
less money could be borrowed imme- 
diately on the assets it would be im- 
possible to achieve this purpose, and it 
would be necessary to impose a 100 
percent lien on all Illinois Life policies. 
The contemplated R. F. C. loan, he 
said, it was calculated would reduce the 
lien to 85 percent. 


How Money Will Be Used 


It was assured there would be no dis- 
crimination between policyholders as- 
senting to reinsurance, those dissenting 
and those owning so-called “banking” 
contracts, as the loan would be distrib- 
uted impartially, cash dividends being 
given where the 15 percent was not ap- 
plied in reduction of lien. At a hearing 
Tuesday E. B. Fackler, the receiver’s 
actuary, and Mr. Kemper stated the 
loan would be used only for the benefit 
of policyholders consenting to reinsur- 
ance. 

Receiver Davis stated in his judg- 
ment the contract represented the best 
deal that could be secured from the 
Kemper interests consistent with a safe 
setup. He said in his efforts to secure 
the most for policyholders he was 
halted by Actuary Fackler, who urged 
the Kemper group be permitted a safe 
operating margin. 

The process of liquidating Illinois 
Life assets is problematical. It must 
be slow, as to throw the assets on the 
present market would be ruinous. The 
assets at present are such that it would 
be impossible to discharge policy obli- 
gations without a loan. 


Proposes Horizontal Reduction 


Judge Wilkerson asked if any of the 
$1,250,000 proposed capital and surplus 
of the Mutual Protection Life formed 
by the Kemper group would come di- 
rectly or indirectly from Illinois Life 
assets and was assured this would not 
occur. The judge has received many 
inquiries and tips on aspects of the deal. 
A disclosure was that while some of the 
attorneys taking part represent groups 
of policyholders and other claimants, 
they also represent life insurance men. 

Judge Wilkerson considered the pos- 
sibility that a horizontal reduction of 
face of policies based on appraisal of 
assets and a lower lien might be prefer- 
able. Mr. Davis said policyholders 
hardly would be content to pay the old 
premium and receive reduced policies. 
Much business would lapse. He said 
it would be ruinous to liquidate the as- 
sets under present economic conditions 
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the life companies but it would aly 
make it possible for the companies ¢ 
sell their present farm real estate hold. 
ings at a sizeable profit. 

“It has been the history of inflation 
throughout the world that commodity 
prices always increase more rapidly thay 
the prices of manufactured products ané 
our principal commodities are agricy). 
tural products. Inflation, if pursued, is 
certain to raise the price of agricultural 
products, make farming more profitable 

“Inflation will have a somewhat di. 
ferent effect upon the values of city rea! 
estate. Even should inflation cause build. 
ing costs to increase this may not nec. 
essarily mean that the foreclosure oj 
mortgages on city properties will stop 
nor that there need be a thriving mar. 
ket for city real estate. 


Mercantile Buildings Will Benefit 


“To the extent, of course, that infla- 
tion stimulates the volume of business 
and causes the total volume of sales to 
increase, a merchant will be able to and 
will be compelled to pay higher rents 
with the result that the values of well 
situated store properties should increase 
in value because there is always a scarc- 
ity of very desirable locations for stores 
and therefore, well located business 
properties will no doubt increase in 
value. 

“Public utility bonds as a class will be 
harmed by inflation for the simple rea- 
son that it is reasonable to expect that 
public utility commissions will not per- 
mit public utility rates to be raised as 
fast as the general price level increases. 

“Railroad bonds, particularly specula- 
tive ones, should increase in price, not 
because railroad rates will be increased 
but bcause as inflation proceeds and in- 
creases the total volume of business in 
the country the railroads will have more 
traffic to carry. 


Depends on Nature of Assets 


“I think one could say without much 
exaggeration that life companies will 
benefit or be harmed by inflation de- 
pending upon the nature of their assets. 
Those companies which today have 
their assets in the best shape, that 1s 
having a high percentage of public util- 
ity, government and the highest grade 
of railroad bonds, together with con- 
servative mortgages on city real estate, 
will be harmed by inflation—that is their 
investment position will be made worse 
rather than better by drastic inflation. 

“On the other hand, companies today 
whose investments are of a speculative 
nature and drastically depreciated, will 
benefit through inflation, that is—the 
company whose investment list is made 
up of farm mortgages, speculative rail- 
road bonds, common stocks and specu- 
lative industrial preferred stocks and 
mortgages on city properties will be 
benefited by inflation.” 








and distribute the proceeds to policy 
holders and claimants. 

P. Sullivan, former actuary and 
then general agent Illinois Life, jumpe 
into the picture with a resume of 4 
proposal filed some months ago to put 
up $250,000 new money, issue certif- 
cates for the banking features of the 
policies and carry the insurance pro 
tection under yearly renewable term '™ 
surance. Judge Wilkerson considered at 
least $1,000,000 capital and surp a 
would be needed. Attorney Stansbury 
asked for 24 hours in which to prepare 
a contract to this effect. He and Mr. 
Sullivan claimed an R. F. C. loan was 
unnecessary to protect policyholders 
terests. 7 , 

The interlude served to precipitate dis- 
cussion of mutualization plans. Mr. 
Fackler agreed to prepare a brief 0 
objections to mutualization. 
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How Old Time Attitude Regarding 


Life Insurance Changed; Emphasis 


Put on Regular 


Life insurance salesmen are con- 
fronted with some real problems in con- 
nection with the moratorium and the 
unfavorable reaction of many people to 
that movement. There is nothing to 
be gained in disputing the fact that life 
insurance has been dealt a blow. Some 
people are not in a mood to receive 
explanations in a philosophical way and 
many resent what has been done, claim- 
ing that the companies should be made 
to live up to their contracts. The mor- 


ale of the agents has been affected. 
The salesmen themselves have been 


jolted off their underpinnings and are 
not back on their feet. 


Federal Government Is 
Not Abiding by Contracts 


Some people are unreasonable seem- 
ingly in desiring to hold life companies 
to the strict letter of their contracts 
and yet are perfectly willing to excuse 
other enterprises. For instance, the 
federal government in its federal re- 
serve notes and gold certificates and 
some other securities promises to pay 
the bearer gold on demand. Yet it has 
suspended payment on these and ac- 
tually threatens with arrest those who 
take advantage of the situation. Banks, 
investment houses, railroads, great en- 
terprises of all kinds, people who have 
mortgaged their property, thousands 
and thousands who have borrowed, have 
had to disregard and often repudiate 
their contracts entirely. 

Anyone who is insured in a first-class 
legal reserve company will not lose a 
single cent. His life insurance is as 
good as ever. ‘Temporarily he may be 
discommoded in not being able to get 
as large a loan as he desires or to cash 
in his policy. So far as new premiums 
are concerned paid in after the mora- 
torilum, he will be able to get 100 per- 
cent on his values. New insurance writ- 
ten now of course will not earn any 
values for some time to come. By that 
time undoubtedly the moratorium will 
have been lifted. 





Banking Features 


The people affected are those that 
have the older policies and who desire 
to use their insurance as a_ business 
asset, putting it in the same category 
as stocks, bonds or any other posses- 
sion. If people who have deposited their 
money in banks that have failed or pur- 
chased mortgages or made other in- 
vestments, could get their money that 
they invested returned without any 
profit, even within the next five years 
or so they would be abundantly satis- 
fied. They have lost a lot of money. 
They have gone into all sorts of invest- 
ment enterprises and the very best of 
them have shrunk. They have had to 
undergo many sacrifices. There has 
been terrific depreciation. But a good 
life insurance company is not repudi- 
ating any contracts. When the banking 
and credit situation of the country be- 
came so frightfully involved the state 
insurance commissioners rightly de- 
cided that the life companies must be 
saved. They foresaw an unprecedented 
national calamity with thousands of 
people rushing to their life companies 
after money, with banks shut down and 
many not being able to reopen. It was 
a wise course therefore to stop the for- 
tune hunters and the money grabbers 
and save the companies for the millions 
who are depending on them to protect 
their dependents. 


Every Life Insurance Company 
Is a Mutual Enterprise 


A life company is a mutual enterprise 
regardless of its financial structure. Peo- 
ple cooperate to establish a fund and 
to attain certain ends that they could 
not as individuals. One individual might 
be perfectly helpless in creating an 
estate and protecting his dependents be- 
cause of the contingency of death or 
because his contributions are small. 
Therefore he joins in with thousands of 
others to accomplish a certain end. He 
pays a certain amount every year to- 
ward this protection fund. A good part 
of his premium is set aside as a reserve, 





which is accumulative and therefore his 
fund grows with the years. 

In its original form life insurance was 
intended only to protect dependents and 
to throw safeguards around the home. 
Later policies were devised to provide 
old age protection. The companies were 
able to preserve their equilibrium in this 
way. If a man pulled out he forfeited 
much of what he had put in. Some com- 
panies paid nothing to people who with- 
drew. If a man lapsed he would give 
up everything he had paid in and re- 
ceive nothing, even where he was un- 
able to continue his premium payment. 


Life Insurance Was Held 
as a Sinking Fund 


Even when policy loans were put into 
effect, the vast majority of policyholders 
would not mortgage their insurance un- 
less under great provocation. Their life 
insurance was regarded very much as 
a sinking or trust fund for family pro- 
tection or as a last defense fund when 
all other resources were exhausted to 
meet an absolute obligation. Therefore 
there grew in the minds of the people 
the thought that this cooperative fund 
was for two purposes. The first and 
primary purpose was for the protection 
of the family in case of death of the 
head of the house. 

In the next place it would recog- 
nize there are certain contingencies that 
may overcome the head of the house 
in life where his life insurance might 
be of greater benefit to his family than 
at death. He might be confronted with 
some great physical disability that 
would put him out of the running. His 
business might be so affected that he 
could not get any money from the bank 
or borrow from any other source. 
Therefore his life insurance equity was 
regarded as a fund for emergencies. 


Life Insurance Policy 
in Different Category 


But few people regarded their life in- 
surance as a fund for so-called ordinary 
business, speculative or banking pur- 
poses. That is, the life policy was in 
a different category than a bond, stock 
certificate or any other possession. Al- 
most any other asset would be disposed 
of to meet pressing obligations rather 
than life insurance. It was regarded as 
an unconscionable act to mortgage a 

(CONTINUED ON NEXT PAGE) 
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Time is a factor of increasing importance to 
the Life Insurance salesman, not only because 
he must work harder these days to keep up 

roduction, but because the world moves 
F ster and he must say more in fewer minutes 
than before. He must come to the point in 
a hurry if he expects to make sales today. 


For information about other advantages of Pan-American agency contracts, address 


TED M. SIMMONS, Manager United States Agencies 


ANOTHER NEW DEAL FOR FIELDMEN ~ 20 Cards and ALL ACES’ 
PAN-AMERICAN POLICY ILLUSTRATION CARDS Put 


sage over—right now! 





Development of the Pan-American's series 
of policy illustration cards—one for each 
type of contract—is. a logical step toward 
keeping up with the trend in Life Insurance 
salesmanship. Each card forms a basis for 
the sales talk and gets the salesman's mes- 








Pencil and Pad Sketches 


Meet Supervisors’ Favor 








Strong sentiment for use of pencil 
and paper sketches and calculations in 
the sales interview, in addition to photo- 
graphs and printed illustrations in a 
more formal system of visual presenta- 
tion, was expressed at the April meet- 
ing of the Life Agency Supervisors As- 
sociation of Chicago. Harry Anderson, 
vice-president and sales manager Rock- 


wood Company, led the discussion on 
“Visual Selling Aids,” and President 
Samuel Leland, Jr., manager life de- 
partment Fred S. James & Co., pre- 
sided. 

R. A. Cameron of the Prudential or- 
dinary office considers the pencil and 


paper method more dynamic and mo- 
tivating. The Prudential has had greater 
success in getting men to use this 
method than any other. Floyd Wilson, 
supervisor of the Wrenn general agency 
State Mutual, also places his faith in 
the pencil and pad diagram. 


Charts Income Argument 


Mr. Anderson showed a chart ex- 
hibiting how additional insurance might 
be sold in the difficult case of a man age 
40 with $15,000 insurance, married, on 
the argument that the income from his 
present insurance virtually means that 
he would leave his family under an ar- 
rangement with which they could use 
their home during the summer months, 
but would be ejected in the winter. 

Five thousand of the original insur- 
ance could be made payable over ten 
years, giving $40 a month income and 
$1,000 premium fund, a second $5,000 to 
be made payable over 20 years, giving 
$30 a month and the last $5,000 over 
20 years and for life, or $20 a month 
income, the total income thus being 
only $90 a month and all but $20 of it 


being discontinued in the “winter of 
life.” 

Mr. Anderson said agents of his of- 
fice have had success in writing $50 a 


month life income with this presenta- 
tion. 

He suggested the creation of a tes- 
tamentary trust for the wife with a life 
income and sufficient life insurance so 
none of the estate need be liquidated 
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Life Insurance— 
Trust Service 


now go hand in hand. Men 
of affairs demand both. Life 
Insurance creates the estate. 
The Life Insurance Trust 
safeguards it. 
Send for booklet 
The Life Insurance Trust 


Chicago Title & Trust Company 
69 West Washington St. 
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3640 Washington Blvd. St. Louis, Mo, 

















for administration expense, estate tax, 
domestic inheritance tax and the so- 
called foreign inheritance tax, or that 
of other states. 


How Old Attitude Changed 
Emphasis on Banking Aspect 


(CONT’D FROM PRECEDING PAGE) 


life insurance policy which was for the 
benefit of a family unless there was 
some absolute need. If these old time 
views as to life insurance prevailed to- 
day the agents would not have very 
much of a problem. 

There came into being, however, the 
selling value of life insurance as an in- 
vestment rather than protection. It was 
made very easy to secure policy loans. 
Indeed life insurance was sold on the 
strength of loans and surrenders. Peo- 
ple were urged to buy life insurance so 
that they could build up a fund that 
could be drawn down at any time. Life 
insurance money was used for all sorts 
of purposes even for speculation. Peo- 
ple did not hesitate to mortgage their 
life insurance to get into the stock mar- 
ket or to make all sorts of investments. 
The surrender charge was decreased 
until a person could withdraw his money 
at any time and lose but little if any- 
thing. 

Here, then came the change in con- 
ception of life insurance. Before the 
fund was only to be used on extraor- 
dinary occasions, for real contingencies. 
It was regarded as a fund to be kept 
intact for emergencies. Now it is re- 
garded too often as a fund for ordinary, 
common, mercenary uses. It can be 
drawn on for anything just as a bank 
deposit. 


Two Sets of Policyholders 
Have Come Into Being 


Therefore, there were two sets of 
policyholders in a company. On one 
side were the members that still clung 
to the mutual idea of life insurance, who 
regarded the creation of their funds as 
a protection fund, not only in death but 
during life. The other side bought life 
insurance, having in mind to an extent 
the protection feature and also possess- 
ing a purely commercial view. These 
people, therefore, desired to be able to 
draw out their money at any time for 
any purpose. When therefore the de- 
pression came many people caught in 
the stock market fell back on their life 
insurance. Others thought that the bot- 
tom had been reached and drew on their 
life insurance fund for money to get in 
the market. Banks in every direction 
urged people to borrow on their life 
insurance to pay obligations even to the 
banks themselves. Banks failed, invest- 
ments were lost and hundreds of 
thousands of people therefore used the 
life insurance companies as banking in- 
stitutions. Therefore the great body of 
so-called protection policyholders were 
placed at a disadvantage. The people 
who regarded their life insurance as an 
ordinary business asset endangered the 
protection policyholders, 


Investment Policy Had 
to Be Greatly Changed 


Executives made their investments 
therefore according to the old viewpoint 
of life insurance. There was no call 
to keep a large amount of cash or ex- 
ceedingly liquid securities on hand. In- 
vestments were made in long time ma- 
turities and thus great enterprises were 
built up. The companies knew that 
there would not be any large withdraw- 
als at one time. The ordinary call for 
loans and surrenders could be met with- 
out the slightest difficulty. There was 
much money to invest. With the sec- 
ond class of policyholders growing, 
companies found that their investment 
policy had to be changed. They needed 
to keep a larger amount of cash on hand 
and extensive liquid securities that car- 
ried a lower interest yield. In other 
words, a company was forced to keep 
on hand far more banking paper than it 
had in the past. because of this second 
set of policyholders who desired to draw 





















Inflation Seen as Making 
Need for More Insurance 








Many agents in the last week have 
received some reaction in sales resis- 
tance as a result of the inflation plans. 
The first thought of a prospect is that 
it would not pay to buy a fixed obliga- 
tion such as a life policy, paying pre- 
miums in dollars of high value, but with 
the possibility of having the provisions 
discharged in low value dollars. 

There is, however, a strong argument 
based on the inflation. If it be assumed 
that an individual’s life insurance is in 
adequate amount now, it will become in- 
adequate with deflation of the dollar and 
inflation of commodity prices, rents, 
etc., according to Marc A. Law, gen- 
eral agent National of Vermont in Chi- 
cago, an authority on tax matters and 
economics in relation to life insurance. 

It is probably true, Mr. Law says, 
that salaries of “white collar” workers 
will not respond quickly to inflation, but 
wages of labor will, and employers will 
benefit immediately by quickened busi- 
ness. 

Reduces Buying Power 


Food prices will be the first to feel 
the effect. Clothing and other neces- 
saries of life will go up in price quickly. 
Rents probably will follow more slowly. 
If the average price level should be 25 
percent higher by the end of this year, 
it would mean that the policyholder 
whose insurance now would provide 
$100 a month income for his family in 
case of his death, or to himself if he is 
preparing to retire, would be leaving 
the equivalent of only $80 a month. 
Therefore, he needs one-fifth more in- 
surance or income. Measured in thou- 
sands of insurance, this should make 
every owner of $10,000 insurance a pros- 
pect for $2,000 additional. 

Life insurance men see no guarantee 
in the phrase “controlled inflation,” but 
they do feel that the huge American 
gold reserve assures that the inflation 
will not get out of hand. 


Awards Are Made in Essay 


Contest on Life Insurance 





The Kansas Federation of Women’s 
Clubs has announced the prize winners 
in the essay contest on “Life Insurance, 
the Economic Stabilizer of the Home.” 
The state was divided into eight dis- 
tricts, coinciding with the congressional 
districts. Each school was permitted to 
send the three best essays to the dis- 
trict chairman of the federated clubs, 
who selected a superintendent of schools 
and a life insurance man to serve with 
her as judges. The prize money con- 
sisting of $175 was contributed by four 
life underwriters’ associations, Hutchin- 
son, Salina, Topeka and Wichita. 


Protest Ohio Tax Bill 


Hearings are being held this week by 
au Ohio legislative committee on the 
Whittemore tax bill which proposes to 
place a higher tax on insurance com- 
panies. The state administration has not 
yet introduced its own tax program so 
that the nature of the insurance 
company tax law which is most likely 
to be enacted, is not yet known. The 
Whittemore bill is being protested by 
the insurance interests of the state and 
it is not believed that it will become 
effective. 








out their money for all sorts of pur- 
poses. 

The second set of policyholders has 
been favored at the expense of the first 
set. The co-called banking policyhold- 
ers have caused havoc with the com- 
panies. Therefore the moratorium had 
to be declared largely because of the 
banking policyholders who had rushed 
to their’ companies and drawn out 
money regardless of the first set of 
policyholders. 
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Send 9 cents in stamps for sample copy of 
THE ACCIDENT & HEALTH REVIEW 
The only exclusive accident and health paper. 
It gives ideas and suggestions that help you 
sell income protection insurance. 


Address A-1946, Insurance Exchange, Chicas® 
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